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Jefferson Fuses 
Provide Proven Protection 





Jefferson Ferrule Type has only three 
parts and the link. No loose washers 
to worry with. Links have rounded 
ends for speedy insertion. 
















At left: Jefferson Knife Blade Fuses are 
renewed speedily. Only one cap to hold. 


Loosen studs a little and hook in the link. 








Never-failing Protection... Needed 
More Than Ever Before 


Today, with inventories so low, ability to de- simple and are designed for speed. And _ they 
liver is the vital factor in getting orders. Thus are vented by exclusive methods so that they 
uncertain protection of electrical circuits is withstand repeated blowouts—low cost. 


likely to prove even more disastrous than usual. 
No company can afford risking the loss of a 
single order, or the goodwill of a single 
customer. 


Fuses are among the first classes of materials 
required as industry speeds up. Salesmen in the 
‘*Vietory in °33’’ Drive can eash in big by asking 
for a fuse order on every eall. 

Jefferson (Union) Renewable Fuses never 
fail to proteet—providing, of course, reasonable 
care is used by installing the proper capacity 
of fuse. Not only are they dependable, they JEFFERSON ELECTRIC COMPANY 
save time in renewals because they are so Bellwood (Suburb of Chicago) Illinois 
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WE BELIEVE 
THAT— 


Electrical Wholesalers 
should 


1. Economize 


By maintaining strict credit 
policies, adopting budgetary 
control and eliminating from 
their operations all wasteful 
practices. 


2. Localize 


By confining efforts within 
that territory which can be 
served at a profit and by co- 
operating in the solution of 
local problems through loc4l 
wholesaler associations. 


3. Specialize 


By concentrating sales efforts 
on selected markets, com- 
modities and accounts. 


4. Advertise 


Their services and their com- 
modities consistently to their 
trade. 


5. As an Industry 


Adopt uniform accounting 
methods and uniform cash 
discounts, undertake distribu- 
tion cost studies and promote 
a better appreciation of the 
services rendered by whole- 
salers. 
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A COMPLETE LINE 


INDUSTRIAL and METER 
SWITCHES 


LIGHT AND POWER 
PANELS 


ELECTRIC MOTOR 
CONTROL 


CIRCUIT BREAKERS Soe TR 
SWITCHBOARDS 
SQUARE-DUCT 


SQUARE T 


ELECTRICAL EQUIPMENT 


SQUARE JT) COMPANY 


SWITCH AND PANEL DIVISION 
6060 RIVARD ST.,-OETROIT, MICH. 


A Mark of National Acceptance 


Square D offers the wholesaler a com- 
plete line of electrical equipment and 
a nation-wide service. Also a record 
of twenty-five years of helpful support 
and a name that carries national ac- 
ceptance. 


A Square D distributor can supply the 
wiring for a bungalow, the complete 
power and lighting installation for a sky- 
scraper or huge industrial plant. Indus- 
trial switches, power and lighting panels, 
switchboards, circuit breakers, motor 
control, SQUARE-Duct, meter switches, 
fuse cabinets . . . all Square D quality. 


Square D is continually improving and 
increasing its line of equipment. Al- 
ways something new to offer the trade. 
Watch for announcements and keep 
yourself and your customers informed 
of new developments. 


Square D publishes the Square D 
Digest—“more than a price Catalogue” 
— three times a year. It has a large 
circulation among dealers, contraciors, 
architects and industrials. This is part 
of Square D sales service. 


Add your personal sales ability to 


the opportunities which SQUARE D 
offers and you are assured of 


VICTORY IN ‘33 


Watch for the Announcement of a New Develop- 
ment of Great Interest to You and Your Customers 


SQUARE J] CO 


MPANY 


LJ =) 


SWITCH AND PANEL DIVISION 
Siemew BwIVARO ST.. 


DETROIT, MICH. 
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Every Electrical Wholesaler 
Should Attend Buffalo Convention 


held at the Hotel Statler, Buffalo, during 

the week of August 14, should mark a 
new era in the history of the electrical whole- 
saling industry, an era of fair competition and 
reasonable profits, unhampered by the re- 
strictions of the anti-trust laws. 

This convention has been called for the 
purpose of ratifying a new “Code of Prac- 
tice” for the industry, under the provisions 
of the National Industrial Recovery Act. A 
committee of representative wholesalers has 
been named to formulate such a Code. This 
committee will meet at the Hotel Pennsyl- 
vania, New York City, on July ll and 12. At 
that time a chairman will be elected and the 
committee will proceed to determine what 
rules should be recommended for inclusion in 
the Electrical Wholesalers Code. 

In order that a great deal of the prelim- 
inary work might be done in advance of this 
convention, members of the industry were 
requested several weeks ago to submit sug- 
gestions of rules that should be incorporated 
in this Code. No less than 60 rules have al- 
ready been suggested. These suggestions 
have come from the Industry Commissioners 
as a result of the meetings already held in 
their respective districts, as well as from in- 
dividual wholesalers. These proposed rules, 
the present Federal Trade Practice Rules, 
and any suggestions submitted prior to July 
11 will be considered by the Code Committee. 

The report of the Code Committee will be 
submitted to the Executive Committee for 
consideration and the latter committee, in 
turn, will present the report to the Buffalo 
convention together with its recommenda- 
tions. 


T te convention of the N.E.W.A. to be 


It is expected that advance copies of the 
proposed Code will be made available to 
N.E.W.A. members prior to the convention, 
so that they may come to Buffalo prepared to 
discuss and vote upon each of the rules as 
they are presented to the convention for 
adoption. Consideration of this Code will be 
the first and chief work of the convention. 

Immediately after the convention ad- 
journs, a small special committee authorized 
by the Association will apply to the Federal 
Administrator for the approval of the Code 
and will represent the industry in any pro- 
ceedings in connection therewith, after 
which suitable machinery for making the 
rules effective in the industry will be per- 
fected. 


HE Association has made drastic reduc- 

tions in its initiation fee and annual dues, 
as described on page 30. It has also low- 
ered the requirements for membership. Every 
electrical wholesaler, regardless of size, is 
now eligible to join and at a cost which he 
can well afford to pay. 

When the new Code is finally approved by 
the Administration it will have behind it the 
force of a Federal law, administered by the 
N.E.W.A. The individual wholesaler, there- 
fore, can no longer afford to stay out of his 
National Association. Neither can he afford 
to stay away from Buffalo next month and 
refrain from taking an active part in the rati- 
fication of this Code, which will govern his 
destinies for at least the next two vears and 
probably many more. 


A. ffernrbonndk 


EDITOR 








































Chicago Achieves” Victory in'33”’ 


with “A Century of Progress’ ’ 


Electricity supplies the keynote for startling, yet practical, combinations 
of light, color, sound and motion. Exposition is selling 100,000 visitors per 
day on outdoor and indoor lighting, air conditioning, and electric kitchens 


trical wonderland which has been created on Chi- 

cago’s lake front, we made up our minds to just one 
thing. This was that we could never expect to “do” 
every one of the 85 exhibition buildings and other fea- 
tures, nor to tramp every one of the 82 miles of exhibits 
if we were to have any time for relaxation in “The 
Streets of Paris” or to quaff a stein of 3.2 on the cobbled 
terraces of the “Belgian Village.” 

So first we set out to get the “lay of the land,” to select 
the “high spots” that we would surely take in, despite the 
lure of the Midway. Leaving Chicago’s loop right after 
dinner, we boarded a speed boat at the Michigan Avenue 
bridge. Thus, our first glimpse 
of the fair was by water. 
Landing at the 23rd Street 
pier, at the south end of 
Northerly Island, one of the 
big Greyhound observation 
buses took us north 
past Hollywood, the 
Horticultural Build- 
ing, the Enchanted 
Island and the Elec- 
trical Group. We 
dropped off at the 
west tower of the 
“Sky Ride” and a 
fast Otis elevator 
shot us up some 600 
feet to the observa- 
tion platform, the 
highest man-made 
elevation west of 
Manhattan. 

Directly below us 
were the Electrical 
and State Groups, 
directly opposite, 
across the lagoon, 
stood the Hall of 
Science and far to 
the south rose the 
tower of the Gen- 
eral Motors Build- 
ing. We had chosen 
well in selecting our 


B ‘eas starting out to tour the $30,000,000 elec- 
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Mercury-neon pylon in court of General 


Exhibits Building 
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(Illustrations by courtesy of Westinghouse) 


first port of call. From our high elevation we obtained 
a true conception of the magnitude of the exposition. 

“A Century of Progress” is at its best at night, under 
the spell of new lighting effects which have been aptly 
described as “rhapsodies in color.” To get the full effect 
of this illumination, we remained aloft as darkness came 
on. Ata rocket signal from the court of the Hall of 
Science, one by one, the buildings became alive with 
varied and brilliant shades of blue, red, yellow and green 
—a sight we shall never forget. 

Back to earth once more we walked through the 
Court of States, past the Agricultural and Dairy Build- 
ings, through gardens lighted by “mushrooms,” past the 
Terraza Esplanade in front of the Planetarium, to the 
12th Street bridge. Here we paused to view the superb 
lighting on both sides of the lagoon. Then on to the 
mainland and down the Avenue of Flags to the Hall of 
Science. Bathed in a deep blue, the north facade of this 
building, as viewed through the Arch of Flags, is one 
of the finest spectacles on the entire grounds, 


RAMP brought us to the promenades which surround 

the expansive court of the Hall of Science. From here 
we viewed the blue and rose of the Carillon Tower and, 
across the lagoon, the spectacular fountain and search- 
lights in the court of the Electrical Group. Next to the 
observation tower, we found that this promenade gave us 
our best view of the fair. We then walked south on Lief 
Ericson Drive, the 
exposition’s “Main 
Street,” pausing to 
notice the lighting 
in the several courts 
of the General Ex- 
hibits Group, each 
one different from 
the others, and stop- 
ping at the Firestone 
exhibit to see and 
hear the singing 
color fountains, a 
R.C.A.-Victor 
achievement. 

Next came the 
Midway with its 
glare and blare. By 
this time our “dogs” 





The "mushroom" luminaire, a new devel- 
opment in outdoor lighting 
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East facade of the Hall of Science. Blue and rose neon tubes 
illuminate the Carillon Tower 


had become weary. We hailed one of the college boys, 
who are beating the depression by pushing wheel chairs, 
and continued our tour past the model house colony, the 
Home Planning Hall, General Motors, Chrysler and 
Travel and Transport Buildings to the south gate, three 
and a half miles from the north end of the lagoon. 

An observation bus quickly took us back to the Mid- 
way. Here, in the Belgian Village, we watched the native 
dancing, cooled off with the help of some excellent 
draught beer and made plans for the following day. 

Next morning we chose the top deck of a Grant Park 
bus which brought us to the north gate. A launch then 
took us across the lagoon to the Electrical Building. Here 
we climbed to the upper promenade deck so as to enter 
the building on the balcony level for a general view of 
the semi-circular hall where General Electric and West- 
inghouse have their splendid exhibits. 

This balcony contains the central station exhibit with 
its 92 foot diorama, depicting the generation and utiliza- 
tion of electricity, its dozens of talking demonstrations, 
including a model living room, kitchen, schoolroom, hos- 
pital operating room, grocery store, beauty parlor, a 
model farm, electrically heated hotbeds, plants grown un- 
der ultra-violet light and many other features. 

In General Electric’s House of Magic, we found out 
what light sounds like and saw what sound looks like. 
These research engineers can perform some mighty 
clever tricks with photo-electric cells and electronic tubes. 
Many fair visitors, we predict, will copy G. E.’s model 
kitchen stunt at the next home town “Better Homes 


Northerly Island from the mainland. The searchlights are on the 
Electrical Building 
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Looking across the lagoon from Northerly Island. Note “mushroom” 
luminaires in the foreground 









Show.” The kitchen is unattended. A phonograph rec- 
ord delivers the lecture through a concealed loud speaker 
and doors of range and refrigerator open automatically 
at just the psychological moment. In other booths at- 
tendants explain the latest air conditioning and laundry 
equipment. 

Motion dominates the Westinghouse exhibit. Over- 
head a model Zeppelin cruises around a huge turbine 
rotor, suspended in mid-air, while a section from an 
alternator rotor revolves in the floor, and pulsating col- 
ored lights play against discs which surround the wall 
columns. The shell of a large power transformer forms 
a demonstration room where 20 people at a time may 
view unusual effects produced by ultra-violet light. 

Other manufacturers exhibiting in the Electrical 
Building include Altorfer Bros., Century Electric, Chi- 
cago Flexible Shaft, Conover, Curtis Lighting, Delta, 
Federal, Hammond Clock, Hoover, Kelvinator, Norge, 
Sangamo, Stewart-Warner, Van Cleef Bros. and Waters- 
Genter. 

In the adjoining Communications Building, R. C. A. 
manufactures radiotrons, Western Union and Postal send 
out and receive telegrams and A. T. & T. has a complete 
automatic telephone exchange. This building, alone, is 
easily worth several hours if one has the time. 

Next on our list was the Hall of Science where, in a 
few hours, a person can obtain almost a college educa- 
tion in electricity, geology, chemistry, biology and mathe- 
matics. We walked through the Great Hall, stopped to 
view the Transparent Man and decided (Turn to page 14) 
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Spectacular lighting in the court of the Electrical Building, with 
60-foot illuminated fountain in the foreground 
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The Merchandising Wholesaler 






Needs More Than 20% 


By H. L. SAMUELS 


Vice-President in Charge of Sales 
Samson-United Corp., Rochester, N. Y. 


To successfully sell small appliances the wholesaler must select 
lines which meet consumer demand and also afford suf- 
ficient margin to compensate him for educating his dealers 


today, become a factor in the distribu- 

tion of the smaller electrical appliances 
within his own territory must adopt an ap- 
proach quite different from any which he 
has been accustomed to use with his supply 
lines. The necessity of developing retail 
outlets brings to him new problems which 
require new methods of attack. 

To be successful in the merchandising 
field the wholesaler, first of all, should study 
his local consumer demand. Only by so 
doing can he purchase and offer to his deal- 
ers those appliances which will sell most 
readily and, in consequence, turn over most 
rapidly. The wholesaler must determine which appli- 
ances, which designs and which price ranges are most 
popular among the users and prospective users of appli- 
ances in his community. 

It is my belief that 80 per cent of the small appli- 
ances sold during 1932 carried a retail price of less than 
$7.95. Consequently, those wholesalers who featured 
$10, $12 and $15 items saw the small appliance business 
slip away from them; they lost heavily to those of their 
competitors who sold the less expensive numbers which 
met public demand. 

Other wholesalers sensed the popular demand for 
lower prices, but they were not conscious of the fact 
that price alone would not move this type of merchan- 
dise. Junk did not sell. Appliances whose design offered 
eye appeal, which were built to a quality standard and 
were priced under $7.95 did sell. For the wholesaler to 
attempt to sell cheaply designed and cheaply built appli- 
ances is as serious a mistake as for him to try to build 
volume with high priced lines. 

Another problem which the wholesaler must study 
more closely is the changing demands of consumers for 
individual appliances. As an example, urn sets, which 
were so popular 10 or even five years ago, are no longer 
good sellers. Coffee making appliances, made of china 
or glass, are rapidly increasing in popularity, while metal 
percolators are fast becoming “dead horses” and it never 
pays to ride a dead horse too long. 
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T electrical wholesaler who would, 





H. L. Samuels 


The merchandising wholesaler 
must realize that, in addition to the 
electrical contractor-dealer, he must 
seek to distribute his appliance lines 
through hardware, furniture, de- 
partment and, in some cases, jew- 
elry stores. With the gradual with- 
drawal of the utilities from active 
merchandising, department stores 
are increasing in importance as ap- 
pliance outlets. Furniture stores, 
also, are giving evidence of greater 
interest in electrical items. 

In selecting his appliance lines 
the merchandising type of whole- 
saler must also give due considera- 
tion to the discounts offered by the 
manufacturer. It is essential that he 
receive an adequate margin. He 
must appreciate that, as his volume 
has declined in the last few years, 
his overhead has necessarily in- 
creased in spite of the operating 
economies which he has effected. A 
20 per cent margin no longer af- 
fords him sufficient compensation. 
Today he must have more. 

Likewise the reduced volume of the dealer makes it 
necessary that he, too, receive a greater margin. He is 
no longer satisfied with a discount of 33% or 35 per cent. 
Today he demands 40 per cent, and he should have it, too. 

We must realize that the problems of the dealer are 
also the problems of the wholesaler, and that the prob- 
lems of both are the problems of the manufacturer as 
well. The manufacturer cannot successfully sell his mer- 
chandise unless the combined efforts of all three result 
in actually placing his product in the hands of the 
ultimate consumer. 

The manufacturer who, through his own investiga- 
tions, learns what the consumer wants and who designs 
his product accordingly, makes it possible for distribu- 
tors and dealers to satisfy the wants of the ultimate 
consumer, provided they do their part in properly dis- 
playing the merchandise and in giving it intelligent sales 
effort. 

Having determined his consumer demands, selected 
his lines and located his potential outlets, the next task 
facing the merchandising wholesaler is a careful study 
of the problem of the dealer. It is necessary that he 
train his own salesmen to become merchandising coun- 
selors, or retailing advisers. His salesmen can no longer 
secure a satisfactory volume on small appliances by 
contenting themselves with asking the dealer what is 
on his want list. These salesmen must be ready with 
merchandising ideas, display sug- (Turn to page 14) 
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Sales Meetings That Help 


HE 


salesman is the most 
T neglected man in the world 
and yet he is just about the 
most important. That includes the 
electrical wholesaler’s salesman and, 
since you may suspect that | am an 
undercover representative of the 
Salesman’s Union trying to get 
through a general salary increase, 
I hasten to tell you that I am trying 
to do a favor for the employers of 
salesmen. 

In a recent issue of this magazine 
there was a statement which I liked. 
It read: ‘No industry possesses 
brighter, more aggressive, or more 
adaptable salesmen than those of 
the electrical wholesaler.” I will 
agree to that, and then I will turn 
critic for a minute and say: “No in- 
dustry neglects its salesmen to a 
greater extent than we do.” 

If you have never been a salesman 
for an electrical wholesaler you may 
find it difficult to appreciate fully 
just what your salesmen are up 
against, and you may not realize 
how much they are neglected and what their rights are. 
These men of yours have a right to demand of you 
that you give them full and complete information about 
the products you ask them to sell. They have a right 
to demand that you keep them up to date on the com- 
petitive situation. They deserve to be told all of the 
advantages of their catalogued products and, more 
important, the disadvantages. 

They have a right to demand that you give them the 
benefit of the experiences of others and acquaint them 
with successful plans and methods used by others. 

There is a very simple and effective method of meeting 
their demands, and here it is for what it may be worth. 

First, inaugurate a regular program of sales infor- 
mation and sales training. Whether you hold your 
gatherings once a week, twice a month, or once a month 
matters little as long as you outline a regular schedule 
and adhere to it. If it is once a month, set the date for 
the first Monday or first Saturday or some other day 
and let it be known that on that day every man will be 
expected to be at a certain place at a certain time for a 
certain purpose. This will tend to establish the habit 
of coming prepared to learn but also important, it will 
establish with you the habit of getting ready to contribute 
something definitely constructive to the meeting. 

The electrical wholesaler should have an easy job 
deciding on the subject matter for his meetings. His list 
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Marshall Adams 


Salesmen to Sell 


By MARSHALL ADAMS 


Sales Promotion Manager 
Westinghouse Electric Supply Co. 
New York City 


Sales meetings should begin with a snap and sparkle, never be allowed 
to drag, and end when they are over. This can only be accom- 
plished by advance preparation on the part of the sales manager 


of products is so long that his task is selec- 
tion rather than searching, and discrimina- 
tion rather than rehashing. Therefore, his 
next job is to lay out a schedule of subjects 
for a long period in advance. This gives the 
manager time for the next important step. 

You and I have attended many sales meet- 
ings that we have called “good,” and we 
have attended many more that have been 
deadly rotten wastes of time. We have seen 
groups of salesmen come in, be brought to 
quick attention, listen eagerly, and go away 
enthusiastic. We have seen other groups 
drag in, shuffle chairs, talk, go to sleep, and 
leave full of tobacco smoke, disgust and 
discouragement. The one makes money for 
you. The other loses it. 

A successful speaker was asked his secret and he 
replied, “I spend 10 times as much time in preparing 
a speech as in delivering it.” If he feels this way about 
an audience which means little or nothing to him, 
shouldn’t you feel even more keenly about an audience 
that must be depended upon to paint your figures black 
or red? The third essential of a successful program of 
sales improvement is preparation. 

There are two elements to preparation. One is the 
subject matter, and the second is the program or method 
of presentation. 

If every one of your salesmen knew all of the facts 
about all of the products that he sells, you would be 
sailing along in fine shape. This information is avail- 
able either in someone’s mind or in the literature fur- 
nished by the manufacturer. If you have scheduled 
your meeting subjects well in advance you have pro- 
vided the time to get all of these facts together and in 
interesting form. As an example, you and I have re- 
cently seen literature on the subject of fuses and tape 
that has startled us into a realization that there really 
is something to these two commonplace commodities, 
and that the facts about them are worth knowing. Just 
multiply this by 50 or 100 and you see how quickly your 
schedule is over-crowded with important subjects. 

Manufacturers who depend upon (Turn to page 14) 
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Wholesalers of Buffalo Sponsor 


Sales Schools for Dealers 


When the utility stopped selling appliances it became the joint 
responsibility of wholesalers and the utility to see that the utility's 
sales force was promptly replaced by capable dealer organizations 


HEN the Buffalo, Niag- 
ara and Eastern Power 
Co. announced that it 


would cease all merchandising 
activities on June 1 of this year, 
the electrical wholesalers of the 
Buffalo area realized that their 
dealer outlets were by no means 
equipped to step out and secure 
the appliance volume that the 
salesmen of the utility had been 
producing. 

The utility’s sales organization 
had consisted of 77 district rep- 
resentatives, each man covering 


from 800 to 1500 meters. These 


salesmen, working out of 11 stores, had built up very 
complete records of the appliances in each home. 
pendent dealers, finding that they could not profitably 
compete against this set-up, had very largely lost inter- 


est in appliance merchandising. 


Thus it became necessary to immediately build dealer 
sales organizations that would replace the power com- 
An appliance committee of 
five wholesalers and a utility representative met to con- 
This committee was composed of 


pany’s selling activities. 


sider the situation. 
J. A. Munhall, sales 
manager, McCarthy 
Bros. & Ford; D. 
B. White, manager 
appliance sales, 


General Electric 
Supply Corp.; G. 
Lunt, Graybar 


Electric Co.; H. I. 
Sackett, president, 
H. I. Sackett Elec- 
trie Co; Le A. 
Woolley, president, 
L. <A. Woolley, 
Inc. and G. J. 
Reichert, appliance 
sales manager, Buf- 
falo, Niagara and 
Eastern Power Co. 
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Enrolling for the Merchandising School. 


Inde- 
of retailing. 


It was decided to first hold a 
merchandising school under the 
auspices of the Electrical League 
of the Niagara Frontier. Ac- 
cordingly a series of lectures was 
delivered at the Electric Building 
in Buffalo during the month of 
March. The enrollment fee of 
one dollar was refunded to those 
who attended every lecture. 

The purpose of this merchan- 
dising school was to provide the 
dealers of Buffalo and vicinity 
with a short course in the funda- 
mentals of successful merchan- 
dising. The committee purpose- 


ly drew upon the talent of other industries, especially 
those which had devoted years to the intensive study 


Under the direction of the appliance committee and 


Samuel S. Vineberg, manager-secretary of the Electri- 


Cash Register Co. 





The audience which assembled for the first lecture 





cal League; a series of nine lectures was given. At the 
close of the final lecture each person was given a manual 
entitled “Better Retailing,” prepared by the National 


Dealers came from as far away as Niagara Falls. 


They included elec- 
trical contractor- 
dealers, hardware, 
radio and refrigera- 
tion dealers and de- 
partment store rep- 
resentatives. Also, 
the wholesalers’ en- 
tire sales organiza- 
tions attended all of 
the lectures. Out of 
a total average at- 
tendance of 132, 49 
were wholesalers 
and wholesalers’ 
salesmen who real- 
ized that they also 
must have a work- 
ing knowledge of 
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Lecture No. 1 


Thursday, March 2nd, 8:00 P. M. 
At the Electric Bldg., Buffalo, N. Y. 
Subject 
SALESMANSHIP and SALES 
MANAGEMENT 


for Electrical Appliance Dealers 
Speaker 
Mr. F. J. Nichols 


Manager, Merchants’ Service Bureau. National 
Cash Register Co., Dayton, O. 


Lecture No. 2 


Tuesday, March 7th, 8:00 P. M. 
Subject 
DEVELOPING A COMMUNITY 
INTEREST IN YOUR STORE 


Speaker 
Mr. Francis B. Frazee 
Chief of Publicity, Larkin Co., Buffalo. 


Lecture No. 3 


Friday, March 10th, 8:00 P. M. 
Subject 
PLANNING A RETAIL OPERATION 
FOR PROFIT 


Speaker 
Mr. Robert G. Severance, C. P. A. 


Bryant & Stratton School of Business 
Administration. 


MERCHANDIS 


Lecture No. 4 
Tuesday, March 14th, 8:00 P. M. 


Subject 
(A) GETTING FACTS ABOUT 
MERCHANDISE THAT SELLS 
Mr. Geo. A. Spaulding, C. P. A. 
Dean of Business Administration, 
Bryant & Stratton. ; 


Subject 
(B) PROFITABLE LOCATIONS 
AND BUYING AREAS IN BUFFALO 
Prof. Edmund D. McGarry Ph. D. 


Professor of Marketing and onomics, 
University of Buffalo. 


Lecture No. 5 


Thursday, March 16th, 8:00 P. M. 
Subject 
(A) STOCK ARRANGEMENTS 
THAT INCREASE SALES 


Mr. Harold B. Mengle 
Experimental Store Manager, S. S. Kresge Co. 





Subject 
(B) WINDOW DISPLAYS THAT 
BRING BUYERS IN 


Mr. Clement Kieffer 
Director of Display, Kleinhans Co. 


Lecture No. 6 
Tuesday, March 21st, 8:00 P. M. 
Subject: 
CREDITS AND COLLECTIONS 
peaker 


Mr. Raymond T. Fiske, Secretary 
Retail Merchants’ Association of Buffalo. 
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Lecture No. 7 


Friday, March 24th, 8:00 P. M. 
Subject 


(A) THE LETTER, A PERSONAL 
MESSAGE FROM YOUR STORE 


Speaker 
Mrs. Helen Buckley, A. B. 
Head of English Department, Bryant & Stratton. 


Subject 
(B) FILING BUSINESS PAPERS SO 
YOU CAN FIND THEM 
Speaker 
Mr. W. W. Montgomery 
ne. 


Remington-Rand, 


Lecture No. 8 


Tuesday, March 28th, 8:00 P. M. 
Subject 
TIME PAYMENT SELLING 


Speaker 
Mr. Norman §S. Nyce, Ass’t. Vice Pres. 
Great Lakes Commercial Corp. 


Lecture No. 9 


Friday, March 31st, 8:00 P. M. 
Subject 
FORMS THAT HELP CONDUCT A 
SUCCESSFUL BUSINESS 
Speaker 


Mr. W. F. Block 
Buffalo Sales Manager, Remington-Rand, Inc. 
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the fundamentals of retail selling if they were to build 
successful dealer outlets. 

The reactions of the dealers to this merchandising 
school were most encouraging. One dealer said, “I was 
never so ashamed of my store as after I heard the talk 
of the National Cash Register man.” Another asked 
the League where he could secure a competent man 
to revise his store layout. 

This first school was followed, a month later, with a 
salesmanship school for dealers’ salemen. This second 
school consisted of five sessions, held on succeeding 
Monday evenings and starting April 24. Each meeting 
was devoted to a specific appliance. <A lecture on some 


fundamental of salesmanship opened the meeting. This 
was followed by case studies on selling the particular 
appliance under discussion, with special emphasis on 
how to overcome buyers’ objections. Next, a skit was 
presented dramatizing the points brought out in the lec- 
ture and case studies, and a closing lecture described the 
market for the appliance. Refrigerators, ranges, laundry 
equipment, radio and small appliances were each cov- 
ered in this manner on separate evenings. 

The support given these two schools by both whole- 
salers and dealers has been such as to lead the appliance 
committee to already plan the further continuation of 
this educational program. 
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FIRST NIGHT 


SALESMANSHIP SCHOOL 
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Monday, April 24th; 8:00 P. M. 
at the Electric Building, 
Buffalo, N. Y. 
The development of a Salesman. 
Preparatory work to precede actual 
selling. 


ECTURE: 


Case studies on Refrigerator selling. 
SKIT: 


“The Jelly that wouldn't Jell.” 
ECTURE: The Electric Refrigerator Market 


FOURTH NIGHT 


LECTURE: 


SECOND NIGHT 


Monday, May Ist; 8:00 P. M. 
at the Electric Building, 
Buffalo, N. Y. 
Making the Cold Turkey call. 
The Prospecting Approach. 
Getting Prospects. 





Case studies on Range selling. 
SKIT: 
LECTURE: The Electric Range Market. 


“Raising Hopes and Falling Dough.” 


LECTURE: 


THIRD NIGHT 


Monday, May 8th; 8:00 P. M. 
at the Electric Building, 
Buffalo, N. Y. 
Making each minute count inside the 
door. 
The selling talk and demonstration 





Case studies on selling Laundry equipment. 
SKIT: 
LECTURE: 


“Exit the Laundry Man.” 
The Electric Laundry Market. 


FIFTH NIGHT 








Monday, May 15th; 8:00 P. M. 


at the Electric Building, 
Buffalo, N. Y 
Closing the Sale. 
Case studies on selling modern Radio jobs. 
“The Unfinished Drama.”’ 
LECTURE: The Radio Market. 


LECTURE: 


SKIT: 
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LECTURE: 


SKIT: 


Monday, May 22nd; 8:00 P. M. 
at the Electric Building, 
Buffalo, N. Y. 
Selling in the Show Room. 
Building a Sales Personality. 
Case studies on floor selling. 
“Coffee and Waffles for Four.” 


LECTURE: The Market for Cleaners, small Ap- 
pliances and utility items. 
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Attic ventilation affords unusual sales possibilities 














Baas article, the second in Mr. Orear's 
series, discusses the year round sales possibili- 
ties of standardized ventilating equipment, 
the development of dealer outlets, and home 
ventilation through attic and kitchen. The final 
article will describe various sales appeals to use 
with over 150 types of ventilating prospects 





Merchandising Ventilation 


sales came in 1926 with a volume of approximately 

$3,584,000 as compared with sales of only $1,814,- 
000 in 1924, according to statistics from THE JOoBBER’s 
SALESMAN. This volume showed some increase through 
1930 and then dropped off. The decline, however, has 
been less than in the case of many of the supply lines 
handled by electrical wholesalers. 

A study of the accompanying chart shows an analysis 
of fan sales by one wholesaler over a four year period. 
From March to September the sales 
curve stays slightly above the aver- 


T HE greatest increase in wholesalers’ ventilating fan 


By ANDREW G. OREAR 


Sales Engineer, 
Los Angeles, Calif. 


deries, bakeries and a multitude of kindred businesses 
has excellent opportunities for ventilation sales. Heating 
and ventilating contractors and specialty plumbing deal- 
ers are not to be overlooked. The small town dealer is 
not spectacular in volume, but he is a valuable outlet. 
Dealers must be 

coached in the sale of 





age line, but follows it closely. ‘ 
From May to August the curve is | 
almost a straight line. This uni- 
formity of demand permits the | 
wholesaler to order stock on a rea- | 





ventilation from the 
standpoint of customer 
appeal, must have a rea- 
sonable understanding of 
MN the more simple rules of 











nates the necessity of ordering huge 
stocks ahead of the summer season. 
It is more essential to have an as- 
sortment of fan sizes than an excess 


sonable delivery schedule and elimi- \/ 

















AERACE 
ing and, finally, must 
know the sales points on 
their apparatus. They 
must sell it on the basis 
of quiet operation and 


application and engineer- 


























inventory in some individual sizes. 
A proper turnover and conservative 
investment is just as essential to 
profit on ventilating equipment as 
other electrical commodities. 

The sale of standardized ventilating fan equipment 
is logically treated the same as other lines of merchan- 
dise handled by the wholesaler. Dealer outlets should 
be carefully selected for their ability to handle certain 
classes of trade. The specialty dealer handling home 
appliances such as radio, domestic refrigerators, ranges, 
washing machines and heating appliances, has ideal con- 
tacts with home owners and apartment operators. The 
electrical contractor selling better wiring jobs and “Red 
Seal” home wiring can logically sell home ventilation 
also. The commercial dealer catering to office buildings, 
stores, hospitals and institutions has his special con- 
tacts. The industrial dealer calling on factories, laun- 
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One wholesaler's sales of ventilating equipment, 
averaged over a four year period 
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economical performance 
instead of price appeal. 
Store displays and sam- 
ple equipment are valu- 
able helps in selling ventilating equipment. 

Direct mail advertising material has been so much 
overdone in all lines of business that most careful con- 
sideration must be given to the use of mailing pieces. 
There is no real substitute for personal interviews with 
selected prospects. However, interest can be stimulated 
by individual letters to prospects personally known to 
the dealer. The dealer can find the most active prospects 
and get quickest results from his regular customers. 

In times of inactivity we are often prone to forget 
the active prospects of yesterday. There are over 150 
unrelated types of prospects for ventilating equipment, 
everyone of which has in the past purchased fans of 
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some type. These prospects include many of the regular 
customers of the electrical wholesaler. It is scarcely to 
be expected that an order awaits on every door-step, but 
in the words of the “Forty-Niners” of the West, 
(revised), ““Thar is GoLp in them thar prospects.” Even 
today ventilating equipment is being purchased with 
surprising regularity. 

Our greatest activity in the immediate future, we are 
told, will be modernization. Older buildings are compet- 
ing for tenants with the newer structures, many erected 
in boom times with more thought to immediate resale 
than to modern equipment. Old buildings are often in 
best locations for trade. With modern ventilation, light- 
ing, heating and with a new front and interior, many old 
structures will find tenants more readily than new build- 
ings. The competition of the renovated ones will spur 
the rehabilitation of adjacent buildings. 

Sales arguments today must be sensible and sound. 
The customer has less he is willing to spend and often 
weighs purchases a long time before making them. I recall 
not long ago calling on an undertaker who was unde- 
cided between the purchase of a new floor in his oper- 
ating room or a ventilating fan. The floor won, but he 
is still a prospect because he is sold on the necessity of 
the fan which will be his next purchase. We must 
remember that we have non-electrical competitors for 
every dollar spent by our prospects. 

With the publicity given air conditioning will come 
prospects for less expensive means of getting some com- 
fort in hot weather. It is a well recognized fact to all 
of us in hot districts that much discomfort in apartments 
and homes and one story or top floor offices comes from 
accumulated sun heat under the roof spaces, as men- 
tioned in the previous article. A method widely employed 
for many years is to use the attic space as an exhaust 
plenum or air duct, provided it is sufficiently tight to 
prevent excess air leakage, and to install an exhaust fan 
in a pent house on the roof or in a gable away from 
prevailing winds. The inlet to the attic is made with 
grilles through the ceiling of the space to be ventilated. 
All other openings into the attic space must be tight. 
Ventilation in the ventilated quarters can be controlled by 
opening windows at desired points. This method of 
using ventilating fans will offer a desirable opportunity 
for sales if intelligently applied. Where nights are cool 
the building interior can be cooled by running this system 
all night and shutting it down in the day time if 
outside temperatures are excessively high. 

A chain bank in the West has installed exhaust 
fans in its banking rooms. The fans operate 
on a time switch, starting at night and shutting 
down at sun-up. This night air sufficiently cools 
the interior of the building to last until closing 
time even in hot weather. This method adds 
time switches to the other supplies sold with the 
fan. All fan sales involve the sale of wiring sup- 
plies and switches equal to approximately 25 per 
cent of the value of the job. 

A new system for application to structures, 
particularly where attics are not air tight or 
where it is undesirable to close natural ventilator 
openings into the attic spaces, involves the instal- 
lation of an exhaust fan assembly in the attic 
space or above the roof with one connection in 
the attic space proper and others through the 
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ceiling at one or more points in the living or occupied 
quarters. At night the fan pulls air both through the 
living quarters and the attic spaces and automatically 
shuts off the flow through the living quarters when the 
temperature outside exceeds the temperature inside, but 
continues the air flow through the attic space alone, keep- 
ing the attic as cool approximately as the moving out- 
side air. 


LL of these types of systems must be sold with dis- 

cretion as to air flow through occupied quarters. 
Exceedingly rapid air changes in occupied quarters will 
create draughts and cause illness and discomfort. Mov- 
ing air speeds up evaporation of moisture on our skin 
creating the effect of lower temperatures but, if over- 
done, can result in serious colds. The American Society 
of Heating and Ventilating Engineers give some valua- 
ble data on air movement for comfort and resulting 
“effective temperatures.” 

A kitchen tan in apartments and homes will give 
excellent cooling results in some districts. The openings 
into the kitchen, except one door into the main living 
quarters, must be kept closed. With the fan running 
and one or two remote windows slightly open, preferably 
on the shady side of the house, will cause a gentle move- 
ment of air through the entire house. Every opening 
from out of doors is an air inlet. In homes equipped 
with warm air heating the entry of air can be through 
the furnace by keeping other openings closed into the 
living quarters and running the kitchen fan. In using 
the kitchen fan for ventilating the house, caution is taken 
to ventilate through the kitchen and not from the kitchen 
for the obvious reason no one wants lingering kitchen 
odors driven through the house and into rugs and 
draperies. It pays to push kitchen exhaust fans, they 
often lead to sales of additional fans. 

The results of the past 10 years have indicated that 
electrical wholesale distribution is highly desirable and 
essential in the sale of ventilating equipment. 

Out of depressions come beneficial changes. Undoubt- 
edly, we will see many reliable organizations, with many 
years experience as manufacturers, adopt merchandis- 
ing methods and add constructive sales effort to the 
ventilating business and profit to the electrical whole- 
sale business. Ventilation and “Victory in ’33” should 
go hand-in-hand. 





L. J. Wing Photo 
Battery of fans in a pressing and cleaning establishment 
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Formerly JVAze Jobber’ Salesman 


E. T. ROWLAND, Editor 


A Program for 
“VICTORY in °33” 


The major problem of the entire electrical industry is to 
secure for itself a larger share of the consumer's dollar. 


The electrical wholesaler and his salesmen occupy a key 
position in the industry's attack upon this objective. 


The electrical wholesaler and his salesmen can best assist 
in attaining this objective and thus contribute most to 
business recovery in the electrical field by: 


1. Working for the rehabilitation of electrical wiring 
and equipment in industrial plants, commercial 
buildings and homes, in cooperation with the elec- 
trical contracting branch of the industry. 


2. Acting as merchandising counselors to the retailers 
of electrical goods—recognizing that their own 
sales are dependent upon the merchandising ability 
of the sales forces of these dealers. 


3. Taking an active part in all local cooperative sales 
and promotional activities. 


Industry 
Codes 
DVICES from Washington indicate that the in- 
dustry codes to be submitted under the National 
Industrial Recovery Act, now popularly referred to 
as N. I. R. A., should be in the nature of broad, pre- 
liminary codes covering the three principal objectives 
of the Act; wages, hours of labor and control of 
below-cost selling. The Administration seeks to have 
each industry work out these three essentials first, 
leaving other details for later consideration. 
The codes of those industries which are the largest 
employers of labor will be the first ones scheduled 


for hearings before the Federal Administrators. This 
is fortunate for electrical wholesalers, as it will give 
them an opportunity to study the codes of the electri- 
cal manufacturers, contractors and utilities and to 
submit to their national associations, through the 
N. E. W. A., suggestions on the particular sections of 
those codes which affect the wholesaler. 

N. E. M. A. is at work on a general code for the 
electrical manufacturers which will be supplemented 
later by specific sections devoted to the refrigeration, 
wiring device, conduit and other groups of this As- 
sociation. 

It is to be hoped that the N. E. M. A. code, when 
completed, will cover several points of vital concern 
to the wholesaler. The subject of a uniform cash 
discount must, in the final analysis, be decided upon 
by the manufacturers. It should properly be covered 
under their code. Likewise this code, from the whole- 
saler’s standpoint, should call upon each manufac- 
turer to issue a definite statement of his policy of 
distribution, similar to that of the Henry G. Thomp- 
son & Son Co. (E. W. Apr. ’33). It should provide 
adequate margins for the wholesaler based on the 
wholesaler’s actual present-day costs on each principal 
commodity line, and it should solve the evil of over- 
distribution by making mandatory upon the manufac- 
turer a policy of selective distribution through a rea- 
sonable number of wholesale outlets. 

It is most important that all electrical wholesalers 
be kept constantly informed of the progress of the 
manufacturers’ code, as well as that of the contrac- 
tors. This service N. E. W. A. has already started to 
render its members, which is just one more reason 
why every wholesaler should become a member ef 
that Association. 
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The Kansas 
Decision 

nena Kansas Supreme Court (page 47) has declared 

unconstitutional the law prohibiting the utilities of 
that state from engaging in appliance merchandising. 
Almost simultaneously a Texas court has dissolved 
an injunction restraining the San Antonio Public Serv- 
ice Co. from selling gas and electric appliances. 

These decisions are proof that the question of util- 
ity merchandising and the problem of utility-whole- 
saler-dealer relations cannot be solved by legislative 
coercion, that each can be solved only by the willing 
and voluntary cooperation of each local industry 
group. 

Neither do these decisions prove that it is the respon- 
sibility of the utilities to actually engage in the sale 
of appliances. Proponents of utility merchandising 
claim that in Kansas, when the utilities were forced 
out of merchandising, the appliance business largely 
diverted to the mail order and chain store houses. 
This, we believe, was the fault of the utilities them- 
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selves, rather than of the anti-merchandising law. 

Had the Kansas utilities, immediately upon the pas- 
sage of this law, voluntarily adopted the Poughkeep- 
sie Plan (E. W. Feb., Oct., 32), had they continued 
to aggressively promote the use of appliances, had 
they expended for promotional advertising in local 
newspapers the same amount which they spent when 
they were merchandising, had this advertising directed 
their consumers to local dealers, had they made their 
display rooms generally available to local dealers, had 
their salesmen continued in the field working with local 
dealers, had they developed and sponsored local coop- 
erative selling campaigns, had they by these methods 
sincerely and conscientiously endeavored to build their 
appliance load through the local distributor and dealer, 
we contend that many more appliances would have 
been added to their lines during the period that the 
law was in force, and that the sales of sub-standard 
appliances through non-electrical outlets would have 
been far less. 

The present trend among the utilities is away from 
the actual selling of appliances, while continuing to 
actively promote their use. This is indicated by the 
policies of the New York City utilities, the Niagara- 
Hudson and the Associated Gas & Electric groups. 
The Kansas decision should not be permitted to alter 
this trend. The success of the utilities in Cleveland, 
Poughkeepsie, Springfield, Mass., and other cities in 
building their appliance load through the wholesaler 
and dealer rather than by themselves engaging in mer- 
chandising, affords ample proof that this trend is a 
healthy one for utility, wholesaler and dealer alike. 
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Bootleg 
Wiring 
ALES of electrical wiring materials by chain 
stores and mail order houses have increased to the 
point where some of the larger and better manu- 
facturers feel that they can no longer afford to neglect 
this market. In some cases they are making specially 
branded merchandise for the chain store trade. And 
none of this business goes through the electrical 
wholesaler. 

As a general rule the legitimate electrical contractor 
buys approved materials from the legitimate wholesaler 
who, in turn, buys from the legitimate manufacturer. 
To whom, then, do Sears, Ward, Kresge, et al, sell 
their electrical supplies? To the wiring bootlegger. 

Recently Electrical Contracting made inquiry of 
some 300 electrical inspectors as to the extent of boot- 
leg wiring. It was revealed that we have with us three 
varieties of this type of bootlegger. 

1. The unlicensed and unauthorized person, the 
“home-brew” wireman, who knows nothing about wir- 
ing methods and whose work often results in serious 
fire hazards. 

2. The licensed electrician who tries to “snitch” on 


the job and who willfully neglects to take out a permit 
This type of wireman is prone to also “snitch” on his 
materials and to buy from the cheapest source of sup- 
ply, regardless of quality. 

3. The electrician who formerly was licensed but 
who is attempting to beat the depression and to “get 
by” without taking a 1933 license. 


The only way to remove the wholesaler’s “dime” 
store competition is to make it impossible for unauthor- 
ized persons to do wiring—to eliminate the wiring 
bootlegger. And this can only be done by adequate 
municipal inspection and reinspection. 

The decline in building construction has resulted in 
a big falling off in license and permit fees. This reduc- 
tion in income has led to a reduction in the personnel 
of the inspection departments of many cities. Conse- 
quently there is less policing of wiring jobs, a condi- 
tion which only makes things easier for the bootleg 
wireman. 

What can the wholesaler do about it? He can do 
just this. He can support the legitimate contractors 
of his community in an organized campaign to obtain 
adequate inspection and adequate reinspection. An 
adequate inspection department, backed up with ade- 
quate ordinances, will soon eliminate the chain store’s 
best customer for electrical supplies, the wiring boot- 


legger. 
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Sound 
Merchandising 
URING the first six months of its operation, which 
ended December 31, 1932, the Ithaca Plan of Co- 
operative Merchandising (E.W. Oct. ’32) resulted in 
an increase in the combined electric appliance sales of 
utility and dealers of 45 per cent, in dollar value, over 
the same period of 1931. 

Sales made by the utility fell off 67 per cent while 
sales by dealers increased 360 per cent. The total 
number of electric ranges sold was 30 per cent greater 
and three times as many electric refrigerators were 
placed on the utility’s lines. 

The Associated Gas & Electric System estimates 
that its annual revenue attributed to electric appliances 
has been increased 70 per cent by the Ithaca Plan while 
its canvassing and other sales expenses have been cut 
almost in half. 

Under the Ithaca Plan the utility continues to 
aggressively promote the use of electricity, but gradu- 
ally withdraws from active merchandising as the deal- 
ers demonstrate their ability to do the actual selling. 
It thus offers to dealers the necessary incentive to build 
efficient selling organizations. It avoids the situation 
now facing distributors in the Niagara-~Hudson terri- 
tory where dealers must be developed almost over-night 
to carry on where the utility left off when it withdrew 
from active merchandising. 

The Ithaca Plan is sound merchandising. 
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"A Century of Progress" 
Achieves "Victory in '33" 
(Continued from page 5) 


to come back later and spend at least half 
a day here. 

Adjoining was the General Exhibits 
Group which we next walked through, 
choosing the upper level so as to secure 
a general view of each of the several 
bays. Here we witnessed the evolution 
of corsetry, paper-making and printing, 
a model diamond mine extending below 
the level of Lake Michigan, the latest in 
furniture and office equipment, an excel- 
lent exhibit by U. S. Steel and the Clark 
exhibition of mechanical movements. 
Another half day could easily be spent 
here, but we wanted to see all the elec- 
trical exhibits first, so hurried on, taking 
a bus to Home Planning Hall. 

Here Hamilton Beach has a huge model 
of a food mixer, Birtman and Gib- 
son have exhibits and Holland Furnace 
has an air conditioned house. Surround- 
ing this hall are at least a dozen model 
houses, each with its electric kitchen. 
We found this one of the most interest- 
ing spots on the grounds. These houses 
are built for comfortable living, no base- 
ments, no attics. They have furnace 
rooms on the first floor, attached garages, 
recreation rooms and large porches on 
the second floor. Some are of steel con- 
struction, others of brick, wood, glass 
and artificial stone. Crowds are con- 
stantly filing through these homes. They 
are doing a wonderful job of sales pro- 
motion for the electrical range, refriger- 
ator and dishwasher. 

Next came the General Motors build- 
ing with its Chevrolet assembly line in 
operation, its air conditioned theatre and 
the Frigidaire exhibit, which completed 
our tour of the exhibits of electrical man- 
ufacturers. The Chrysler, Travel and 
Transport, Federal, State and Foreign 
buildings we left for another day. 





We were glad that we had planned our 
trip in advance instead of just wandering 
about, hit or miss. First, we toured the 
grounds and saw all the buildings from 
the outside, by night. Then we “did” 
those buildings which contained electri- 
cal exhibits, leaving the general exhibits 
and concessions to fill in the remaining 
time. 

This was our first visit to the exposi- 
tion since early spring. It seemed in- 
credible that so much had been accom- 
plished in so short a time. “A Century 
of Progress” is an outstanding example 
of “Victory in 733.” 
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Sales Meetings That Help 
Salesmen to Sell 
(Continued from page 7) 


you for their distribution will be quick 
to respond to your request for facts 
about products and their uses and suc- 
cessful selling methods. If given the 
opportunity, many of them will not only 
assemble the material for you, but very 
often will send their best talent to help 
you put over the story. 

The mention of “talent” leads us 
quickly into the very important ques- 
tion of the method of presentation. As 
a general thing electrical wholesalers’ 
salesmen are not only talked to death, 
but many of the so-called talkers or 
speakers cannot qualify as very inter- 
esting or inspiring, even though they 
may be informative. 

Showmanship must be used in an ed- 
ucational program just as it must be 
used on the stage. But do not let this 
discourage you. Again your manufac- 
turers may be called upon to furnish 
dramatic ideas if not dramatic presen- 
tations. New products should be “un- 
veiled,” not left exposed in the store or 
meeting room until you are ready to 
talk about them. 

You can’t make a horse drink every 








Gentlemen of the Jury: These 12 good men and true have just found Old Man 
Business “Not Guilty” of being bad. They represent the Glasco Electric Co., St. 


Louis, Mo. 


Rear, left to right: I. D. Leffler, sales manager, Kansas City branch; 


W. O. Custer; C. E. Butler, Jr.; A. J. Bauer; J. E. Fischer, and D. R. Cohen, presi- 


dent. 
ager; Frank Signaigo, and F. A. Dierker. 


Front: L. C. Scott; R. S. Baker; H. Z. Fleischman; J. R. Steele, sales man- 


time you lead him to water, but you 
can make a wholesaler’s salesman drink 
in facts, information and inspiration in 
two ways. The first and most effective 
way is by arousing his interest in your 
products by the attractive way in which 
they are presented to him. He wants 
to learn and to improve himself and, if 
his interest has been dulled by previous 
deadly monotonous and _ lackadaisical 
meetings, he will immediately respond 
to the right kind. 

The second way to get him to put 
his mind on the subject is to challenge 
him to pit his ability against that of 
one or more fellow salesmen. This may 
be done by putting one man up at the 
end of each meeting to sell the product 
to the crowd, and when he has finished 
let the crowd point out his mistakes and 
omissions. 

The meeting should be kept moving 
from start to finish. It should begin 
with a snap and a sparkle, never be 
allowed to drag, and end when it is 
over. 

Keep individual problems out of a 
meeting. Attend to them in private. 
Personal or group criticism should 
never find a place on the program. 
Team spirit, individual and group ac- 
complishment should be kept in the 
forefront and, most important of all, 
the chairman of the meeting should be 
the most aggressive, most enthusiastic 
and best informed man in the room. 


v 
The Merchandising Wholesaler 
Needs More Than 20% 
(Continued from page 6) 
gestions and other practical sales as- 
sistance. 

Next to the selection of salable lines, 
therefore, the greatest problem of the 
merchandising wholesaler is the devel- 
opment of better dealers. It is neces- 
sary that the wholesaler’s salesman 
know more about how to retail his lines 
than any of his dealers. We must ad- 
mit that, on the whole, dealers’ displays 
are poor and their sales people are in- 
efficient. This situation calls for their 
education and no man is in a better 
position to accomplish this task than the 
wholesaler’s salesman. 

There is no question but what the 
modern woman wants to lighten her 
house work, that she is already sold on 
electrical appliances. This is why the 
possibilities in the appliance field are 
so tremendous. Thus far, we have 
scarcely scratched the surface. 

Can the electrical wholesaler become 
the dominating factor in this great mar- 
ket that lies before us? Yes, he can and 
he will, provided he becomes merchan- 
dise minded, that he breaks away from 
the traditions of the electrical supply 
jobber and seeks new paths, always re- 
membering that “TRADITION IS THE 
ENEMY OF PROGRESS.” 







































































VICTORY in '33 


Electrical Wholesaling’s Nation-Wide 


Sales Drive to Stimulate Recovery 
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May Prize Winners 


10.0 00 ) Prizes 


George Weill sds oa Ss ecg ae ens Tae ea Joseph Kurzon, Inc., New York City 
A. F. Selneck... aetna _........Baitinger Electric Co., New York City 
Irvin J. Zorn... ietclpybiigneae’ ' Wedinabaets Electric Supply Co., Philadelphia, Pa. 
cg _..............-..--Eastern Electrical Supply Co., Newark, N. J. 
i a os, paptiiies Justin Monarch Electric Supply Co., Newark, N. J. 
isis. aincsshcd asec se tbeeanc _......................Capital Electric Supply Co., Lansing, Mich. 
I ooo 20. cstetcannlenisaste-aha tS ielearaa Revere Electric Co., Chicago, Ill. 
ERS es eee ee iaree Westinghouse Electric Supply Co., New York City 
De eT eee Gree Fs. West Phila. Electric Supply Co., Philadelphia, Pa. 
Thomas J. Whalen. ReQua Electrical Supply Co., Rochester, N. Y. 
A. Newbauer.................. Cie Dees SA 2 Ee ore ee Allen Electric Co., Cleveland, Ohio 
Howard S. Holiday... Ee Cee CLAD Pat F. D. Lawrence Electric Co., Cincinnati, Ohio 
NR Ph isk Seta tis Lacs tn nto dnesninicapaiciieialh ng cae Gertler Electric Co., New York City 
5 RT et cena, ee Elliott-Lewis Electric Co., Philadelphia, Pa. 
SO ee a aad . iacchdiins ae Glasco Electric Co., St. Louis, Mo. 
Li co a DCSE ame General Electric Supply Corp., Houston, Tex. 
Phinp Scneetrer........................... _.................West Phila. Electric Supply Co., Philadelphia, Pa. 


55. 00 Prizes 


R. M. Shaeffer... aaa ers ig meres ie Te Colonial Electric Co., Philadelphia, Pa. 
ot. Oy Soeee................:... _.....................California Wholesale Electric Co., Los Angeles, Calif. 
S. Small... Wetmore-Savage Electric Supply Co., Boston, Mass. 
AAT OR SAS REA E Pl SR. -Garfield-Elliott Electric Co., New York City 
SET RS a ERE _.....Commercial Electric Co., Toledo, Ohio 
Wm. P. Schmitt... Ee See aera ew lat ne BT _Baitinger Electric Co., New York City 
7! 2 Thompson D ddchebdnnanceso~sinapniidecntoie eww MeL. Lathan oie Reichardt Electric Co., Houston, Tex. 
ky Saree ae ee Wetmore-Savage Electric Supply Co., Providence, R. |. 


June winners will be announced next month 
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Believes in Follow-Through 


Many thanks for the check for $10 
for highest sales for the month of May 
on General Cable Products. 

Whereas I make no claims as to per- 
fection, it has been my experience after 
many years spent as an electrical whole- 
saler’s salesman, that the way to get 
orders is to hop to it and go after them. 

My contacts are chiefly with the 
larger contractors and it has been my 
established policy to work closely with 
both the contractors and the manufac- 
turers’ representatives. When any jobs 
are contemplated, I consider it my job 
to follow the job and the contractor. 
If I land the order, I follow through 
and see that the contractor gets deliv- 
eries as required. 

In brief, if the contractor finds I’m 
interested in his business, I generally 
find he becomes interested in mine and 
orders result. 

H. F. Tavs, 

Westinghouse Electric Supply Co., 

New York City. 


v 
Planned Selling Wins Prize 


Your check for one of the May prizes 
is appreciated very much. 

Regular and systematic calls, with the 
items to be discussed with the custom- 
ers planned beforehand, is my method 
of operating. This allows for a greater 
number of calls per day, and naturally 
the more calls made, the greater the 
amount of business obtained. The car- 
rying of samples is another thing that 


Cash Prizes Pep Up Winners 


is certain to make this business of se- 
curing orders just a little easier. 

I hope to have the pleasure of ac- 
knowledging receipt of more of your 
prize awards before the year is past. 

Howarp S. Hovipay, 
F. D. Lawrence Electric Co., 
Cincinnati, Ohio. 


Vv 


Contest An Incentive 


Kindly accept my thanks for your 
check for $10 as winner in the Bryant 
sales contest for May in the “Victory in 
33” campaign. You can rest assured 
this will act as an incentive to continue 
my efforts on the lines as advertised in 
ELECTRICAL WHOLESALING. 

Irvin J. Zorn, 

Westinghouse Electric Supply Co., 

Philadelphia, Pa. 
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Manufacturer Given Credit 


Your letter and $10 check received 
and sure was appreciated. 

Regarding the increase in my sales of 
Hamilton Beach appliances wish to say 
that it was the result of the coopera- 
tion of Hugh Craig, their representative, 
who assisted in lining up dealers to mer- 
chandise the food mixer and attach- 
ments as well as their cleaner. The fac- 
tory has also given us assistance in 
overcoming selling resistance. 

Tuomas J. WHALEN, 
ReQua Electrical Supply Co., 
Rochester, N. Y. 





Benjamin Electric Mfg. Co. 


Steel & Tubes, Inc. 


Samuel Reed 
A. K. McOsker__. 





May Winners of the Extra Prizes 
Offered by Manufacturers 


James D. Scanlon... W. T. McCullough Electric Co., Pittsburgh, Pa. 


M. C. Kleiner... Garfield & Elliott Electric Co., New York City 

R. J. Vatewiiee............ 52 H. Poll Electric Supply Co., Toledo Ohio 

i, ES Joseph Kurzon, Inc., New York City 
Hamilton Beach Mfg. Co. 

Frank H. Price... _Boggis-Johnson Electric Co., Milwaukee, Wis. 

iV eee ee Iron City Electric Co., Pittsburgh, Pa. 


Ss West Phila. Electric Supply Co., Philadelphia, Pa. 
_..........George H. Wahn Co., Boston, Mass. 























































Service is What Counts 


I wish to extend my thanks and ap- 
preciation for the “Victory in ’33” but- 
ton which I am proud to wear. This 
is the second one. 

I also want to thank you for the $10 
check for the April contest on the 
Colt line of safety switches. The name 
Colt’s “Noark” stands for quality. The 
customers know who is back of the 
switches. 

I want to thank the Colt representa- 
tive for his engineering help which en- 
abled me to put it over for the Stand- 
ard Electric Supply Co., Milwaukee, 
Wis. 

Two-thirds of my efforts were on 
new customers who had confidence in 
me, so that when I made a statement 
about Quadbreak switches they were 
satisfied. 

I gave the customers service. That 
is what counts, and not price chiseling. 
This is an easy way to let my younger 
brothers down. “Your price is too high” 
is what the buyer tells them, and they 
fall for it, forgetting all about the qual- 
ity of their merchandise and blaming 
their competitors. 

There are jobs and somebody is go- 
ing to get them. The lucky one is the 
one who keeps up his enthusiasm, who 
knows his merchandise and has contacts. 

I am going after another “Victory 
in ’33” button for June. 

F. V. Harwoop, 
Standard Electric Supply Co., 
Milwaukee, Wis. 
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Sold to Texas Oil Fields 


It was with much appreciation that I 
received your letter of June 22 contain- 
ing your check for the $10 prize on 
Trumbull products. : 

I wish to express my appreciation to 
the Trumbull Electric Mfg. Co. for 
their splendid cooperation in furnish- 
ing us with the necessary equipment to 
meet conditions in the East Texas oil 
field, as the major portion of my sales 
were made to oil companies and the 
equipment sold was for controlling mo- 
tors used in pumping oil and I particu- 
larly want to express my appreciation 
to the Trumbull representative in this 
territory, Carl D. Wiseman, for his 
hearty cooperation. 

Again, I want to express my appre- 
ciation to ELECTRICAL WHOLESALING 
for making it possible for we salesmen 
to participate in a contest of this kind. 

J. O. Bett, 
General Electric Supply Corp., 
Houston, Te-. 
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for Grand Prizes. Read Rule 10 


All salesmen of electrical wholesalers are eligible to participate in "Victory in '33."' No 


advance registration is necessary. 


Use blank on page 18 for reporting your sales, or you may use your own company's 


letterhead. 


Report total sales for the month, in dollars and cents, on the products of any of 


the manufacturers listed on page 18. 


Report sales for each manufacturer separately. 


Report for as many manufacturers as possible, even if your sales on some lines are 
small. Every line reported on counts towards a Grand Prize. 


Have your report countersigned by your sales manager or by an officer of your 


company who has such authority. 


Your report for July must be mailed to reach Electrical Wholesaling, 520 N. Michigan 
Ave., Chicago, on or before August 15, 1933. 


June winners will be announced in the August issue of Electrical Wholesaling. 


CONTEST RULES 


1. Separate contests will be held each month from 
January to December inclusive. 


2. Only the lines of those manufacturers whose 
advertisements appear in each issue of Electrical 
Wholesaling will be eligible for prizes for that 
month. 


3. A cash prize will be awarded each month to the 
wholesaler's salesman who reports the largest vol- 
ume of sales of the products of each of these 
manufacturers. One prize for the line of each 
manufacturer; $10 if his advertisement is two- 
thirds of a page or more, $5 if it is one-third or 
one-sixth of a page. Lines of advertisers using 
less than one-sixth page will not be eligible. 


4. Each contestant can win only one prize in any 
one month. If a salesman is high man, in the 
same month, on the lines of two or more manu- 
facturers, he will be awarded the prize for the 
line on which his sales are greatest. The prizes for 
the other manufacturers’ lines on which he is also 
high man will go to the runner-up, or next high- 
est man. 


5. A salesman is ineligible to compete on any 
manufacturer's line after he has already won a 


prize on that line, but may compete in succeed- 
ing months on the lines of all other manufacturers 
on which he has not previously been awarded a 
prize. 


6. In case of a tie, the full cash prize will be 
awarded to all tying contestants. 


7. All salesmen of the authorized distributors of 
each manufacturer are eligible for the prizes 
awarded on that manufacturer's products. 


8. Each winner will receive, in addition to the 
cash prize, a gold "Victory in '33" lapel button. 


9. Contestants whose reports indicate an out- 
standing sales performance but who fail to win 
a cash prize, will receive a silver "Victory" emblem 
in recognition of their achievements. 


10. Three Grand Cash Prizes, a first prize of $100, 
a second prize of $60 and a third prize of $40, will 
be awarded to the wholesalers’ salesmen who make 
the best showing during the last six months of 1933. 
Number of monthly contests participated in, num- 
ber of manufacturers’ lines reported on, size of ter- 
ritory and volume of sales reported will all be con- 
sidered in selecting the winners. 


| This Month's Contestants A\re Eligible 
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“VICTORY in '33” 






JULY CONTEST 


Winners will be announced in the September issue of Electrical Wholesaling 








1. Read carefully the Contest Rules 
on page |7. 


2. Only the lines of the manufac- 
turers listed below, whose advertise- 
ments appear in this issue of Electri- 
cal Wholesaling, are eligible in this 
month's contest. 


3. Through the month of July keep 
your own record of sales on all prod- 
ucts of each of these manufacturers 


INSTRUCTIONS TO SALESMEN 


for whom your house is an authorized 
distributor. 


(By ‘‘sales’’ is meant actual orders 
taken by you or credited to you from 
July | to 31 inclusive, at wholesaler's 
selling price—what you bill your cus- 
tomers—whether for July or later 
delivery.) 


4. At the end of the day, on Mon- 
day, July 31, add up your total sales 


Instructions to Sales Manager 


for each manufacturer and enter this 
amount in the space below opposite 
his name. 


5. Sign your name and the name of 
your company. 


6. Tear out the entry blank and hand 
or send it to your sales manager or 
other officer of your company for his 
approval’ and signature. Do not send 
it to us until it is countersigned. 


(Or to other officer of company who has authority to approve salesmen's records) 


Please check this Sales Record. If you find it correct, countersign and mail it to Electrical Wholesaling, 520 N. Michigan Ave., Chicago, Ml., 


on or before August 15, 1933 


Salesman's Entry and Report Blank for July 


Enter your sales below. Make your figures plain. If there are cents as well as dollars, indicate your decimal point plainly. Enter no sales of 
manufacturers’ goods except those for whom your house is a regular distributor. 


Name of Manufacturer See Page 
Arrow-Hart & Hegeman 

Electric Co. 4| 
Bryant Electric Co. 31 
Bussmann Mfg. Co. Back Cover 
Couch Co., S. H. 47 
Forsberg Mfg. Co. 48 
General Cable Corp. 35 


General Electric Co., Nela Park 39 
Ideal Commutator Dresser Co. 47 


Contestant Sign Here (Print Name) 


Your Sales in July 


Name of Manufacturer 


See Page Your Sales in July 


Jefferson Electric Co. Inside Front Cover — $------------0--ses-nee0-0- 


Berner National Electric Products 

Fonaneeeeeeeeeeeee cee Corp. A © Tic ecctcciiicnine 
BP rerrreepetie Plymouth Rubber Co. Inside Back Cover  §....-.-------------0------ 
FE Resehprleton Mig, Co, 38 Son 
“hoya, Square D Co. 2 _ ELSE SO ee 
Pe ake e Steel & Tubes, Inc. 29 Ee Peer 
a a Wiremold Co. 47 a 





Company 
18 





City and State 


Sales Manager Countersign Here 
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ELECTRICAL WHOLESALING'S 
NATION-WIDE SALES CONTEST 




























Some of the Gold Emblem Men 











J. R. Thompson R. G. Burns A. L. Cobb V. E. Jones C. D. Hummel 


Reichardt Electric Co. Graybar Electric Co. Irving Electrical Sup. Co. Frank C. Teal Co. Baitinger Electric Co. 
Houston, Tex. New York City New York City Detroit New York City 





Jos. J. C. Devantry Wm. P. Schmitt L. B. Staubach W. S. Barclay P. D. Demsey 


Tidewater Electric Co. Baitinger Electric Co. F. D. Lawrence Electric Co. ReQua Electrical Supply George H. Wahn Co. 
New York City New York City Cincinnati, Ohio Co., Rochester, N. Y. Boston, Mass. 





A. Frank Hamm Thos. B. Watkins C. A. Kossick W. C. Bohling H. A. Steinmeyer 
Graybar Electric Co. L. A. Woolley, Inc. C. S. Mersick & Co. Tidewater Electric Co. Westinghouse Electric Sup- 
Dallas, Tex. Buffalo, N. Y. New Haven, Conn. New York City ply Co., St. Louis, Mo. 





Sam Sudak E. J. Dritschel E. W. Williams P. Byrnes G. F. Slocum 





Frankelite Co. Baitinger Electric Co. Colonial Electric Co. Graybar Electric Co. Doubleday-Hill Electric 
Cleveland New York City Philadelphia Newark Co., Pittsburgh 
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A. J. Kaintz 
Price Electric Supply Co. 
Pittsburgh, Pa. 


E. C. Lyle 
Westinghouse Electric 
Supply Co., Houston, Tex. 


T. G. Nolloth R. L. Snodgrass 
F. D. Lawrence Elec. Co. General Elec. Sup. Corp. 
Cincinnati, Ohio Houston, Tex. 





J. P. Myers, Frank Prial, E. J. Connelly, S. G. Weill, Albert Stern 
Five "Victory" Winners, all with Joseph Kurzon, Inc., New York City 


Charles J. Leesman 
General Elec. Sup. Corp. 
Cincinnati, Ohio 





W. T. Wessels R. M. Shaeffer M. C. Kleiner J. F. Bacon 
Franklin Electric Co. Colonial Electric Co. Garfield-Elliott Electric Iron City Electric Co. 
Philadelphia Philadelphia Co., New York City Pittsburgh 





M. H. Baumholtz 
Germantown Elec. Sup. Co. 


Philadelphia, Pa. 


Albert Stern 
Joseph Kurzon, Inc. 


New York City 


E. R. Rothhaar 
Price Electric Supply Co. 
Pittsburgh, Pa. 


Emory L. Puckett 
City Electric Co. 
Syracuse, N. Y. 








rize Winners 


_ 


John R. Canning 
Elliott-Lewis Electrical Co. 
Philadelphia, Pa. 





A. W. Tannehill 
Lighting Fix. & Elec. Sup. 
Co., New Orleans, La. 





Earle Goodman 
Listenwalter & Gough, Inc. 
Los Angeles 





Jack Barroman 
Revere Electric Co. 
Chicago 
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More “Victory” Prize Winners 








A. G. Schwab Frank C. Pipenhagen J. P. Meyers Frank Harwood 
Hyland Electrical Supply Co. Capital Electrical Supply Co. Joseph Kurzon, Inc. Standard Electric Supply Co. 
Chicago, Ill. Chicago, Ill. New York City Milwaukee, Wis. 


~ 





Frank Prial John O. Bell 


a ¥ Westi he : El S Joseph Kurzon, Inc G | Electric S | 
v i estinghouse Elec. ‘ ' . enera ectric Su 
Revere Electric Co. stinghous c. Sup 3 * = wna “i 


Chicago, Ill. Co., New York City 





R. J. Valentine 
H. Poll Electric Supply 
Co., Toledo, Ohio 






ged i 5 pap Se | i 4 
* 
John Olsen Sol Cohen O. C. Siegel George Weill 
Graybar Electric Co. Monarch Electric Supply Wetmore-Savage Electric Joseph Kurzon, Inc. 
Chicago, Ill. Co., Newark, N. J. Sup. Co., Providence, R.I. New York City 





E. J. Connelly Charles L. Cohen Harry L. Kresge Ww. C. Macpherson 
Joseph Kurzon, Inc. Capital Electrical Supply Co. Coleman Electrical Supply Co. General Electric Supply Corp. 
New York City Chicago, Ill. Brooklyn, N. Y. Dayton, Ohio 
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Gold Emblem Men 


Winners of the Cash Prizes Offered 
by Electrical Wholesaling 


Winner of Four Prizes 
NE MOE be SRR AEE SO OS ST Revere Electric Co., Chicago, Ill. 


Winners of Three Prizes 


ee aR eee Se Baitinger Electric Co., New York City 
aii ssen iiethinal sssioveagenbataanonpicislaaaaatedl Revere Electric Co., Chicago, Ill. 
Philip RE rt West Philadelphia Electric Supply Co., Philadelphia, Pa. 


Winners of Two Prizes 


WS sok... <cont ope enaea aae ReQua Electrical Supply Co., Rochester, N. Y. 
ee NN 55022... Oe a eeeielenees Revere Electric Co., Chicago, Ill. 
re I i ite een a Elliott-Lewis Electrical Co., Philadelphia, Pa. 
i EE Ee Joseph Kurzon, Inc., New York City 
k,n ss siatenaneetileeregamastewniieteniaae Capitol Electric Supply Co., Lansing, Mich. 
4 RSE ed seen cone Standard Electric Supply Co., Milwaukee, Wis. 
a ee <siagnxccpeeieaa aia Garfield & Elliott Electric Co., New York City 
TY, Se Lindsay A ee ey 8 A RE = eee ren Sele, Fh, Allen Electric Co., Cleveland, Ohio 
E. C. Lyle ERTIES CE Sir cE -Lco SRS 2 i OO Westinghouse Electric Supply Co., Houston, Tex. 
FT ALOT AIS Ee NE Te Joseph Kurzon, Inc., New York City 
RN oes asl tiede scoteonvnocompennmenia ables Hyland Electrical Supply Co., Chicago, Ill. 
ETT Ped Nn al se Graybar Electric Co., Chicago, Il. 
a EERE ae ere Joseph Kurzon, Inc., New York City 
eg SE ec eRe eee Baifinger Electric Co., New York City 
I a la ee Colonial Electric Co., Philadelphia, Pa. 
VI ko SSS ee as age General Electric Supply Corp., Houston, Tex. 
er 2 Ses rd F. D. Lawrence Electric Co., Cincinnati, Ohio 
J.R. Thompson aPC tat si pane capmnsghcahdiaieeioke Uaainiaesesveniagen staal maaan Reichardt Electric Co., Houston, Tex. 
PR Be ese. Pie as NC sen 1 TA H. Poll Electric Supply Co., Toledo, Ohio 
IIE odo. cece cs tots toon caeeasoves adtetoaeaneeaneed Joseph Kurzon, Inc., New York City 
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More Names of Gold Emblem Men 
Winners of One Prize 
H. M. Austin......... innnscheinineltichainndoaiisteatalamelaaaa General Electric Supply Corp., Pittsburgh, Pa. 
detent NO... Kee... eee Iron City Electric Co., Pittsburgh, Pa. 
eC ainsi saned saa eeea pee Baitinger Electric Co., New York City 
Martin H. Baumholtz....0 Germantown Electric Supply Co., Philadelphia, Pa. 
arsine ssh derectrtctnncentnghaeeeino tall General Electric Supply Corp., Houston, Tex. 
NEY SC See er TR ae Garfield & Elliott Electric Co., New York City 
III eo neessvcsccanesi ns. cckepipnactn..can California Wholesale Electric Co., Los Angeles, Calif. 
RNR ERs RANE Neeser) Garfield & Elliott Electric Co., New York City 
Wilfred C. Bohling —niannane ie memaaa en Tidewater Electric Co., New York City 
Edward J. Bonswor... nen. Westinghouse Electric Supply Co., Grand Rapids, Mich. 
RT LO AE LIE CT TS Graybar Electric Co., New York City 
ee ee  ccedeiemaneeell Eastern Electrical Supply Co., Newark, N. J. 
SENS 52050) SSB cn ienieiee beeen Glasco Electric Co., St. Louis, Mo. 
Goss OO a ek een Revere Electric Co., Chicago, Ill. 
FE I inns <snnasrancscsetsninsinsst iene dha oad ee ma Graybar Electric Co., Newark, N. J. 
MS. | | Oe Teena De Irving Electrical Supply Co., New York City 
Chartes L. Coleon...........:-.-2--:-0:00:2-s0-- Lptiaibechieaeaicill Capitol Electrical Supply Co., Chicago, Ill. 
TR eS rn Commercial Electric Co., Toledo, Ohio 
a ere et Monarch Electric Supply Co., Newark, N. J. 
nt ET a ene nose em ee Madison Electric Co., Detroit, Mich. 
8 ON ene California Wholesale Electric Co., Los Angeles, Calif. 
, , nny ne ea Seer ery. George H. Wahn Co., Boston, Mass. 
nn: Tidewater Electric Co., New York City 
EE ER IEE Baitinger Electric Co., New York City 
TT eee Fife Electric Supply Co., Detroit, Mich. 
oi aialnsnnictsinrsnitaninet ‘5 Te Gertler Electric Co., New York City 
Earle Goodman....... ner. eee See Listenwalter & Gough, Inc., Los Angeles, Calif. 
LE LTO EEL Lindley Electric Supply Co., Philadelphia, Pa. 
III nis niagissctganieenansvereakceiitibeneliwnieataatiagea Allen Electric Co., Cleveland, Ohio 
ee, LN MNEE re Th Graybar Electric Co., Dallas, Tex. 
Ct, Lee ET amr Terry-Durin Co., Cedar Rapids, la. 
LR F. D. Lawrence Electric Co., Cincinnati, Ohio 
Howard S. Holiday A TO Bee ELSE F. D. Lawrence Electric Co., Cincinnati, Ohio 
PS EE LLORES Ae! NTE Frank C. Teal Co., Detroit, Mich. 
Bir ge I asics ic annettonniniianadteewitinctean ia dapineiec anna Price Electric Supply Co., Pittsburgh, Pa. 
AIHA eS ee C. S. Mersick & Co., New Haven, Conn. 
PO IN ne nssssseenteececetcaiineerninicesaciiel Coleman Electrical Supply Co., Brooklyn, N. Y. 
scm: ate 
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ee ae Te General Electric Supply Corp., Cincinnati, Ohio 


Ee Ja desibtessenivn tomate east aeen Interstate Electric Co., Shreveport, La. 
' W. C. Macpherson... =. General Electric Supply Corp., Dayton, Ohio 
L.B.Merrefield 3 ae Englewood Electric Supply Co., Chicago, Ill. 
A. W. Neill... mabions PRATT ..........George H. Wahn Co., Boston, Mass. 
Ee ..........Hyland Electrical Supply Co., Chicago, Ill. 
J.M. Nelson. PPL. 5 is _..........Fife Electric Supply Co., Detroit, Mich. 
A. Newbauer.. . suses andessascdgeecevescscscecenencaaes aan [ae (leven Giate 
Thomas G. Nolloth ss is __..............F. D. Lawrence Electric Co., Cincinnati, Ohio 
i ee si NE eC ED Graybar Electric Co., Chicago, Ill. 
Miss eeicncsniccdaaesninatt oo eevee eeeeee sees eeeeee+-----------Graybar Electric Co., Houston, Tex. 
RII cco ionsavcessnaneswaiicnssnsanivanaSuatic .............General Electric Supply Corp., Dayton, Ohio 
R.F. ees (oe eae ........-Elliott-Lewis Electrical Co., Philadelphia, Pa. 
C. F. Phillips _ Re RE CEPT sina Sag MN ARC Luanne Graybar Electric Co., Chicago, Ill. 
Frank Pipenhagen. Capitol Electrical Supply Co., Chicago, ll. 
John E. Powell. secceceececcccceesccccsercecceeeeeeeae-e payer Electric Co., St. Louis, Mo. 
Emory L. Puckett... = ssi aniniigpiscbongiil MARL oictiatnbiceiaiseaneds City Electric Co., Syracuse, N. Y. 
i Ne ee Price Electric Supply Co., Pittsburgh, Pa. 
SL ae ‘caine ail eke aihsteiedaine Wabash Electric Co., Chicago, Ill. 
A. G. Schwab......................... eneiiiintommcndiaiae ate Hyland Electrical Supply Co., Chicago, Ill. 
Ce aS Te ae enteiiane ester Baitinger Electric Co., New York City 
ER er West Philadelphia Electric Supply Co., Philadelphia, Pa. 
ee ee Wetmore-Savage Electric Supply Co., Providence, R. |. 
TNS Doubleday-Hill Electric Co., Pittsburgh, Pa. 
acts inksin rl nigaltyhnicannele Wetmore-Savage Electric Supply Co., Boston, Mass. 
L.M. Sprague a a I ee MN 02 Be ea hE eR ae George H. Wahn Co., Boston, Mass. 
H. A. Steinmeyer OPORTO Westinghouse Electric Supply Co., St. Louis, Mo. 
I oie 0 le Se ee Joseph Kurzon, Inc., New York City 
SS ee ee ee et hme ee, | lily Frankelite Co., Cleveland, Ohio 
pa A eae Lighting Fixture & Electric Supply Co., New Orleans, La. 
SRR Seen peptuigel Westinghouse Electric Supply Co., New York City 
Ray a Kiefer Electric Supply Co., Peoria, Ill. 
RET ey aa POD har ibaa eee Revere Electric Co., Chicago, Ill. 
EE OR OE Listenwalter & Gough, Inc., Los Angeles, Calif. 
H. B. Vaughan Ti te a ee George H. Wahn Co., Boston, Mass. 
UR losis scoot oD Dauphin Electrical Supplies Co., Harrisburg, Pa. 
EEL TI L. A. Woolley, Inc., Buffalo, N. Y. 
REET INO et RRs cede Oe Franklin Electric Co., Philadelphia, Pa. 
Thomas J. Whalen... en era ReQua Electrical Supply Co., Rochester, N. Y. 
ns cemtabmeadiebesemadecees Colonial Electric Co., Philadelphia, Pa. 
kil cspectas Westinghouse Electric Supply Co., Philadelphia, Pa. 
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Runners-up in the Victory in ‘33° Contests 
GEORGE ALBIEZ............ © EE Chicago, Ill. 
WE is Ponca ca. Sine NS Fe ee Shreveport, La. 
ee) nee Westinghouse Electric Supply Cow... seeeeeeeneeeeeee Chicago, Ill. 
on > , a eee el NET Mansfield, Ohio 
bis Pci hoses: ed © eee ee nen Davenport, la. 
LEONARD M. BAGDON...._........... Westinghouse Electric Supply Co... eases Philadelphia, Pa. 
Aol, | Lindley Electric Supply Co SEE SIP I Ae Philadelphia, Pa. 
ong |. Ae Sn eee nena Cotonial Glactrie Cie nosis nsec Philadelphia, Pa. 
M. L. BASS..................................-..... Westinghouse Gectric Supply Co..................... ree Indianapolis, Ind. 
I, DOP iar nee ac cate cna ee cctditiiiiernda octane St. Louis, Mo. 
A 7° _ See ee H. Poll Electric Supply Co..........2.--------- sinsinttteseciieaal Toledo, Ohio 
AROWM GELZER................................... arneee &@ Gert Bectic Co... ..........--.4....: New York City 
R, EBV AN on 2... .-n-..-.0--s n-ne Oe peeeng GO.......... ee Ee PE Mansfield, Ohio 
M. S. BITTERMAN........00.200............... Hyland Electrical Supply Co... iia Chicago, Ill. 
PAUL SLAESING................................ Rpg Gimetrical Samay Canaan cen nsec rececengtend Chicago, Ili. 
ee eh eg, RPO 6d ctieenreconlga te Nsivleiemlinccittt Syracuse, N. Y. 
OO _ LEE Horan Gy GN hii cain on apes cnirsenn toma Pittsburgh, Pa. 

Bove estes gp SE OEE: Lindley Glectric Supply Co..........--.....0-:---2-0-00-c002 Philadelphia, Pa. 

EUGENE H. BROWN... Westinghouse Electric Supply Co............e0e-ceeeeeeneeee .... Indianapolis, Ind. 

BR LOTTE Re, Se, TA Fe ia cine bcss vi vestigial York, Pa. 

THOMAS J. CAREY... ............Hyland Sletivieal PN ins iciccacsceneneicacnertineaiell Chicago, Ill. 

fe. See eee elt © ea ae New York City 
ei ES: UU cscs ven ssccsneninnsnsenr ccupipbenee a Elkhart, Ind. 

SITS SAID scien tcticinrasscsncrdacinlasl Cammmerctal Glecteie Co. ccna cs casio Toledo, Ohio 
DAVE COMBEN. ...-..<ns0cncocece-nn-ns0:---c OTIS Mt MET CRBCHIIS CO... aceon nen scenes New York City 
ef ss 2 Seen Standard Beettic Supply Co....................--..-.-... Milwaukee, Wis. 
JAMES N. CRAWFORD... Westinghouse Electric Supply li dha isaac al Memphis, Tenn. 
ak 2, en Elliott-Lewis Electrical Co..............--.se--cceeenoncneee Philadelphia, Pa. 
WALTER W. OBCRER 22. Di PN Te Sis nccse niece os cninss Ae York, Pa. 
el sassaruseeuach® Qua Gectrical Supply Co...............-.-...c0-0--n---nit Rochester, N. Y. 
JOHN M, DEPUE............................ Generel Bectic Sung Corp..................-.---..0 Denver, Colo. 
Co. Se ssa wasnscenininenace MOG) GUN IMMUNO MMIII Nia: cae chen cane cttandicanrlt Rochester, N. Y. 
ih. ECCT ee PO I assets actncdniinesnp pce nathan Cleveland, Ohio 
H. L. ESTBERG... EME |, REN RR UTE OEE A A. New York City 
EDWARD FELDMAN... _asssnrvemsaae ee piths Becton Senply Co... aes one Akron, Ohio 
HM. ©. Fe... a. kg aa. Toledo, Ohio 
ROSS FIFE .. MED RMCTSS or Tene Te eT: Detroit, Mich. 
WALTER FIRMAN.....000-- Ce | nner mee eee Detroit, Mich. 
be ae, ETE: American Electrical Supply Co.......2...---..--2---222-e-cseceseceeeee Chicago, Ill. 
Ae ge | | Seen eR Union Equipment and Supply Co..........-2.-----.2---20-02--++- Providence, R. I. 
Bo. anni Sn gh eee eee | Chicago, III. 
i nn TD Dh he TR Boston, Mass. 
eat: a a ae _ Garfield % Eliott Glectric Co................... 2, scaeatecanl New York City 
MARX M. FRIESNER......................... Progressive Sign Supply Co................... RGA New York City 
” ee oe ely Interstate Glectric Co... o...ececceeees cin New Orleans, La. 
WM. F. GALLAGHER... _..Wetmore-Savage Electric Supply Co... eee eee Boston, Mass. 
FRAY GARRETT... eieotndia Westinghouse Electric Supply Co... .-.-.-.-22-.--2sesecoee enone Toledo, Ohio 
CALVIMN-H-GERHART.............................. eS © ee ee yrs Philadelphia, Pa. 
PA, STI since ones savoncnsnn csc cssenennsceespnnied Gertler Electric Co......,..................... staked aaa New York City 

te i gi ORE RNa Philadelphia, Pa. 
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Ot. Sees ....................... 
a 
ee) en eee 
‘hg, ES ONE NE 
A. F. GRUNINGER 
See, PU e........-.............. ere 
Fs  , ere eneree Sikawsakd 
S| rene 
oe nS, ee 
NN. W. MEARINE................ Saakt 
a Fs Pee... 


MINOR L. HEDDEN... 
O. F. HELWVIE... 


WM. T. HENDERSON... 
1. Fs PRE .......--.-0-2. Wate 
A. ©..HOLEAND.............. 
| 
R. 8. HOSMER... sonia 
me 
S| | a 


C. W. HUGHES... 
C. A. INEBNIT... 


GEORGE E. INGRAHAM... 


>. H. JAFFE... 


FRANK L. JASKE............. 
EDWARD JENNINGS 
NE oki a 5, 
OE SS 
.& seeeewr................... 
ee a, sg 
AL ,_ ene 


CHARLES G. LIFKA.. Aes 
A. J. LOEFFLER... 


A. L. LOUCKS... 


L A. MAYR... 


Z> 
aig 


Westinghouse Electric ani Co 
.Westinghouse Electric Su 
Amber Electrical Supply 
Allen Electric Co. 
Beller Electric Supply Co 
Wetmore-Savage Electric Supply Co 
Reichardt Electric Co 
.... Westinghouse Electric Supply Co............... sae 
-Hardware & Supply Co.......-.2.0-2--..----... . 

Doubleday- Hill Electric Supply Co... 
Doubleday-Hill Electric Supply Co 
...Reiman Wholesale Electric Co 

_...Middle States Electric Co 
Middle otetes Hectic Co... 


~ ie Ne On eee _..-...--..-...-Boston, Mass. 


EAS, OO Ie ee Cleveland, Ohio 
a a ee Newark, N. J. 
“ae ee” Boston, Mass. 
gdeaniod Houston, Tex. 
eda acal Waterloo, la. 


........Los Angeles, Calif. 
i ak, a CT 
..Graybar Electric Co 
Middle States Electric Co 
Westinghouse Electric Supply Co 
Wetmore-Savage Electric Supply Co 
_.General Electric Supply Corp 
sacl Graybar Electric Co 
; ~- Westinghouse Electric Supply Co 
2 ...Electric Supply Co 


os ___........Providence, R. I. 
Riciaccniaailactiicentalel Springfield, Mass. 


‘eee ee Oe mm pen Antonio, Tex. 
SOMME LEE Hate Evansville, Ind. 
Re oe ares: | 
_..Baldwin-Hall Co............... SC RNS Syracuse, N. Y. 
SNe, Mee Palen Se Chicago, Ill. 
ie ical daccaielaetieas ee ae Chicago, Ill. 
dcinebciepalidideel Chicago, Ill. 

waa Kansas City, Mo. 


_..Hyland Electrical Supply Co 
Englewood Electric Supply Co 
Middle States Electric Co 
_......Continental Electric Co 
_Independent Electrical Supply Co 
Listenwalter & Gough, Inc 
__.. Westinghouse Electric Supply Co 
....Tri State Electric Co 


...Minneapolis, Minn. 


___Los Angeles, Calif. 


‘NUE Lee REL Boston, Mass. 
Ee eC ea Te _....Cleveland, Ohio 
Raaicbiteeled ——-z- OS 
EL. ine ee eT 
ER eet? Mansfield, Ohio 


General Electric Supply Corp 
Williamsburg Electric Supply Corp 
Graybar Electric Co 
Hartman-Spreng Co 
The Electric Corp 
Frankelite Co 


science New York City 
“Sea eene Seaee eer Houston, Tex. 
SER PORT MET OP Detroit, Mich. 
a PF Pittsburgh, Pa. 

...New Orleans, La. 
ee ee _...s..-.-.....New Orleans, La. 


Graybar Electric Co 
Fife Electric Suppl 
Price Electric Supp 
Woodward, Wight x 
Interstate Electric Co 
ROR 
Tafel Electric Co... 
_Commercial Electric eo... 
__Industrial Electric Supply Co., 
Nichols Electric Co 


“SE cone eee seseesessaseresseeeee- | Oledo, Ohio 
“+ Se eae NCEE Muncie, Ind. 
Riiioncet aiensahaseniiaentaamemeetnl Dayton, Ohio 
Pree: Kansas City, Mo. 
IS i seckintnaiivainaiicennnetiolaiedeaiall Chicago, Ill. 
ee oe lS 
| Guageer Gactie Cox. Boston, Mass. 

_ Westinghouse Electric Supply Co 
Efengee Electrical Supply Co 
_...Westinghouse Electric Supply Co 
George H. Wahn Co 
Standard Electric Supply Co 
Reiman Wholesale Electric Co 
Graybar Electric Co 

_ California Wholesale Electric Co 
Belcher & Loomis Hardware Co 


Graybar Electric Co 
W. T. McCullough Electric Co 
LE M'CALLUM ....____ Westinghouse Electric Supply Co..........00::ccs-esssee-eeeeeeeee 
a 


Whi aso soaks dchaspchtnnmboanecaiiads Chicago, Ill. 


...Los Angeles, Calif. 


Peat ar ene Providence, R. |. 


a ll. 


aan Akron, Ohio 
....Pittsburgh, Pa. 
....Pittsburgh, Pa. 


Chicago, Ill. 
....Chicago, Ill. 


....New York City 


....Charlotte, N. C. 


Sioux Falls, S. D. 


Los Angeles, Calif. 
Cleveland, Ohio 


Detroit, Mich. 
....Louisville, Ky. 


St. Louis, Mo. 


Hammond, Ind. 
Los Angeles, Calif. 
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JAMES |. MURRAY.......... ... WT, MeCatowghh Shectric (0. hs Pittsburgh, Pa. 
A: | eer 8 Sees 6 aeons Ome Syracuse, N. Y. 
OS i ERS ORE | Lo cas a cima, eee TEAC: NOCNOS WTUEEE 770 Cedar Rapids, la. 
Pi. POR IE clan one chen spintestoceccca i nO EO EME =e” Akron, Ohio 
AF, isis civics snsascseasncncenll rk © nee See Philadelphia, Pa. 
J Oh. ssc Graptier Genito Cero Worcester, Mass. 
W. A. PERKINS................- slats sia Smeg PEs I viene cence acess che vcicdaenendg ti Boston, Mass. 
FP og |: OT Middle Stetes Hectic Cou ..a a... Chicago, Ill. 
ee ce ee _..Boggis- ORO TROCHIS CO... snns enccstccecceseonesed _.Milwaukee, Wis. 
SINCLAIR RANDALL........................ American Electrical Supply Co.......... siitouneiiohtileascncaaaaa Chicago, Ill. 
R. Mis RAINDEROON...................:.2 General Electric Sueely RIN Salrabeideniiincnsccaichucinvtetsadieee Abilene, Tex. 
ea ng EDs "Dh eas a ng ~ssassali alia Syracuse, N. Y. 
SAMUEL REED.............................. West Philadelphia Electric Supply Co... Philadelphia, Pa. 
H. B. RESSLER.......................................Middle States Electric o.................... nba Reece a Chicago, Ill. 
|, eee Sn ol cae, a RE EIT Cleveland, Ohio 
A. R. RHEINBERGER.. _...Westinghouse Electric Supply Co., Inc... eee eens St. Paul, Minn. 
M. RIEMAN... -aoncacd TRUE COCHIN Si ascetics Chicago, Ill. 
L. J. REVVER... * Westinghouse Electric Supply Co.....2....220.002-.-- Cleveland, Ohio 
GROVER D. ROADCAP... ....Missouri Valley Electric Co.......2..2....2.c122ccsceeceeeeeeee Kansas City, Mo. 
EDWARD J. ROCHE... sas.nsceuaicnsindilclta NE IN ics vustiisittinasiestion Ieeiitlpionas Worcester, Mass. 
CHARLES M. ROWLAND... ... glean Bectiie Supty Coe... sani eect Tulsa, Okla. 
SD aa ~i eho anes Se TI nasi ons ssi sicece Cincinnati, Ohio 
Tic eae Standard Electric Supply Co....22.2.22222220202e----- Milwaukee, Wis. 
| EE ee nee eer oO nese New York Citv 
te eh st Pe Geayeer Gectie Cac 22... tighter Dallas, Tex. 
SPORES ©. SCANLON... 0.ccccesisces W. 1. MeCulough Glecivic Co.......... -...-ee remy Pa. 
J. W. SCHIAEPFER........................... Westinghouse Electric Supply Co... eae ...St. Paul, Minn. 
Re ag ff Efengee Electrical Supply Coo...........-...-..-......-.--cessesceesseee Chicago, Ill. 
CHESTER SEAMIOLM ...__..............: Standard Electric Supply Cow.....2.2222222 cece Milwaukee, Wis. 
kes Elliott-Lewis Electrical Co..........-...-....---. eonindacee Philadelphia, Pa. 
Re IY ocecsiomnenticiah cnccccrrnianenti Jno. E. Graybill & Co............. styichcrasiceibecibecephiaimaaaanae York, Pa. 
oe he Coossent Gectic Ge... Detroit, Mich. 
ho ich ie entices American Electrical Supply Co.......2-22-2---2------22e--eeeeoeeecenees Chicago, Ill. 
ALBERT SPRIWIDIS......................... Germantown Electric Supply Co.....22.--.220-202e-ee Philadelphia, Pa. 
HENRY STANKE secs Englewood Electric Supply Cow... eee neces ee cece Chicago, Ill. 
ci cle Greyber Gactric Cou, bc. ananassae Toledo, Ohio 
Bk i Se, ET Oe Fes Cleveland, Ohio 
“fone cy ge Ee Interstate Electric Co........ sanaabibiaeas eee New Orleans, La. 
ALLEN E, STOUGH .......-5. 2... die ee a Wa York, Pa. 
C. A. STROUSS. ....n anne eeesnstened@raybar Electric Tae ie coe Akron, Ohio 
Re, ne ee eT Gravieer trecivic Co... Cleveland, Ohio 
NATHAN TARNOW........00.. ou... Madaen IN Siesta acne tsnssintencissinceniricanigoanale Detroit, Mich. 
rea i Bg GS Philadelphia, Pa. 
S. P. THEIMANN.................. Wetmore- Savage Electric Supply Co... een Boston, Mass. 
Fh ce nn TE General Electric Supply Corp.....2...-222..2202.200--c2-eeeeeeee- Atlanta, Ga. 
Hh tak | Elliott-Lewis Glectrical Co...........----.-<---.cecnee-oe0-0--- Philadelphia, Pa. 
MYLES R. WATKINS._...................... — & Mugnes Gectric Co........................-.0--- 5k Utica, N. Y. 
S. J. WEINRESS... ....Efengee Electrical Supply Co.........-.---2-2ceceeeeceeeeeeenees Chicago, Ill. 
R. C. WELCH... ; Bg Sa Boston, Mass. 
GEORGE W. WHITE... Westinghouse Electric gt ne New York City 
GEORGE WILSON... cin ccccccssee Cea TEGO WS R ns nner eis Toledo, Ohio 
WARREN W. WILSON_ ee | Se ee ee York, Pa. 
WIM. WHATTIEIOER......--. ase. Westinghouse Electric Supply Co... Minneapolis, Minn. 
Oa oie itis Sic scsineicscnscninsccennciciallgiaae eg On ne AERTS ET Cleveland, Ohio 
hf Sere Woodward, Wight & Co..........-.--.2--c--2ececeeeeees New Orleans, La. 
a, ET Sh ie as elgg hn New Orleans, La. 
6 Be oo TT De I TI aici icici cssincenstpaatedtlenal York, Pa. 
K. YOUNGFIELD... susu...-.-Crannell, Nugent & Kranzer, Inc... india New York City 
A. H. YOUNGQUIST... Grayber Gectric Co... ncaa an ccsenenes es Washington, D. C. 
CE tania, 9 SET li eh a TE Cleveland, Ohio 
aS eee Hyland Glectrical Supply Conn... .encescnnoncvennenson Chicago, Ill. 
BERNARD ZUFALL................._......General Gectric Supply Corp... de New York City 
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suey Steeltubes w concrete 
AND oreet IT | 


Don’t let anyone tell you that Steeltubes, the modern 
threadless rigid conduit, cannot be used in concrete 
slab construction. Just bury it and forget it. Let the 
facts speak for themselves. 

MacDonald-Smith Electric Company, Detroit, Mich., 
recently completed an installation in a new building 
for the Arctic Dairy Products Co., and this is their 
comment: 


“We used over 10,000 feet of Steeltubes ranging 
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Si MODERN THREADLESS RIGID CONDUIT 
ce = QS 


STEEL AND TUBES, 


in size from 4% to 1% inch, all of which was installed 
in concrete slab. We had the best of luck with the 
entire installation and our saving was far more than 
we anticipated. We will recommend Steeltubes for 
this or any other type of construction on all future 
work.” 


And there you have a well-known contractor’s 
opinion of Steeltubes after using it in concrete. He 
found it strong enough in weld and wall for this ex- 
acting service. The savings mentioned are due to 
ease of cutting and bending, no threading required, 
and the speed with which joints are connected by 
means of three simple fittings. 

Steeltubes, the pioneer and leader in threadless 
rigid conduit, has received broad Code and Govern- 
ment approval. Jobbers not familiar with Steeltubes 
profit possibilities should investigate. 
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NEW.A. 
Activities 






Tue information on this page has been 
prepared for "Electrical Wholesaling" by E. 
Donald Tolles, Managing Director, National 
Electrical Wholesalers Association, 165 Broad- 
way, New York City 








Will Hold Convention at Buffalo to 
Ratify New Code 


Convention has been called for the week of August 14 at Hotel Statler, Buf- 
falo, to ratify new "Code of Practice’ now under preparation. By-laws have 
already been revised to provide special memberships for small wholesalers. 
Initiation fee has been reduced and annual dues of smaller concerns lowered. 


order to make it as easy as possible for whole- 

salers to join the Association, has just amended its 
by-laws by reducing the initiation fee from $250 to $100, 
and by providing memberships for concerns doing less 
than $200,000, without the payment of an initiation fee 
and at net annual dues, payable quarterly, ranging from 
$45 to $72. 

President Roosevelt’s plan for reviving industry makes 
it mandatory, in the first place, that trade associations re- 
arrange their structure so that their membership will be 
truly representative of their industry and so that no in- 
equitable restrictions on membership shall be imposed. 
N. E. W. A. has done its part, and it now remains for 
every man in the wholesale electrical business to carry 
out the other part of President Roosevelt’s plan by vol- 
untarily joining his national trade association. This ap- 
plies to manufacturers, wholesalers and retailers in every 
line of business and is referred to as “regimentation of 
industry.” 

This means that every concern performing the func- 
tion of wholesaling electrical supplies and merchandise 
is expected to join his regiment forthwith—in this case 
the National Electrical Wholesalers Association. Now 
that trade associations have been designated as quasi-gov- 
ernmental agencies to represent the various industries in 
working with the federal authorities, it follows that every 
man in an industry is expected to be identified with his 
trade association, and every man is expected to assume 
his fair proportionate share in this supreme effort con- 
ceived and recommended by the President to pull the 
country out of depression. Compared with the profits 
which should flow from a united effort to put the elec- 
trical wholesaling industry on a paying basis, the cost to 
each wholesaler will be very moderate. 

Eventually it is proposed to publish a list of those 
electrical wholesalers who are identified with their trade 


Nicser tom Electrical Wholesalers Association, in 


association. This list should be so nearly 100 per cent 
representative of the industry that the electrical manu- 
facturers will recognize the Association as representa- 
tive of their distributors, and will willingly confer with it 
in the preparation of the manufacturers’ Codes of Prac- 
tices wherever the interest of the wholesaler is involved. 

A convention has been called for the Hotel Statler, 
Buffalo, for the week of August 14. At this convention 
each rule of the new Code will be thoroughly discussed 
and adopted only with the approval of a fair majority of 
the membership. 

Concerns whose applications are filed now will be voted 
upon prior to the convention and they may attend as 
members. Those paying minimum list dues of $250 and 
over will receive a refund for travel and attendance fees. 

Any concern may apply for regular membership at 
$250 list dues whose volume in 1932 was less than 
$250,000. Such list dues will be subject to the prevail- 
ing discount (now 40 and 10 per cent), and such mem- 
bers will be refunded their railroad fare and Pullman 
fare to and from the convention, and will be paid at- 
tendance fees which may be estimated at $30. 

The word coming from Washington is that each indus- 
try is expected to police itself, and to call for Federal aid 
only as a last resort. This undoubtedly means greater 
authority and more responsibility for the 42 local Indus- 
try Commissioners. 

Becaus* of these commissioners, electrical wholesalers 
are probably the best organized of any distributors in the 
country, and are in a better position to make the rules 
of the new Code effective in a national way more 
promptly than any other trade. 

Speed is the word now. The quicker electrical whole- 
salers can get completely organized, the quicker they can 
meet, and the sooner they can have the Code on which 
rests the hope for a revival of fair dealing and of rea- 
sonable profits in business. 
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.... BRYANT 


DEFROST-O-CLOCK 
Sales nO made in cabinet style 


Demand from coast to coast was responsible for this cabinet type, 
Defrost-O-Clock. Huge success on the part of jobbers everywhere 
possibilities with the wall type is an indication of the profits that await your im- 


mediate action. 






The cabinet type can be placed on the refrigerator cabinet or on a 
greatly nearby shelf. Installation is very simple. Operation is dependable. 
Automatically turns off the refrigerator current nightly and switches 


increased it on again after defrosting has taken place. 


This is live merchandise that will produce for you immediately. Write 
for details now. 


Li The Bryant DEFROST-O-CLOCK of- 
fers jobber's salesmen an oustanding 
opportunity to win in the "Victory in 
‘33 Contest." A huge market, and a 
product of great utility gives you a 
combination that means success. Ac- 
tion on your part is the thing! 


EW 7-33 


BRYANT SUPERIOR 
WIRING DEVICES 
Manufactured by THE BRYANT ELECTRIC CO., BRIDGEPORT, CONN. 


MANUFACTURERS OF "SUPERIOR WIRING DEVICES" SINCE 1688 ° . . MANUFACTURERS OF HEMCO PRODUCTS 


NEW YORK CHICAGO SAN FRANCISCO 


60 East 42nd Street 844 West Adams Street 149 New Montgomery Street 
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Association 


Activities 


A forum for the exchange of news 


and views between both local and national 


trade associations. 


Reports of association 


activities and changes in personnel are solici- 
ted from association executives 








Byers Addresses Joint Meeting 
of Philadelphia Wholesalers 


Members of the Electrical Whole- 
salers Association of Philadelphia were 
entertained by the wholesaler division 
of the Electrical Association on June 22. 

Alfred Byers, of the N. E. W. A. 
staff, outlined the activities of the Na- 
tional Association under the National 
Industrial Recovery Act and explained 
the new membership requirements. 

Other speakers included Al. Hall- 
strom, representing the Electric Asso- 
ciation group which includes the na- 
tional houses, and J. W. Alexander, 
president of the independents’ associa- 
tion. Of the 22 wholesalers represent- 
ed, 17 were members of the Electrical 
Wholesalers Association of Philadelphia 
and seven were affiliated with the Elec- 
trical Association. 


Vv 


N.E.C.A. Cancels Convention 


Members of the National Electrical 
Contractors’ Association have received 
the following notice from Laurence W. 
Davis, general manager of the Asso- 
ciation :— 

“Realizing that lack of business has 
resulted in considerable losses and de- 
preciation of capital for most of the 
members of the N.E.C.A., and _ that 
even with immediate improvement of 
general business conditions there is lit- 
tle possibility of restoring business in 
the electrical contracting field suffi- 
ciently in the next four months to off- 
set these losses, the executive commit- 
tee of the Association feel that the 
conserving of the resources of the 
members is important, and they have 
taken action therefore cancelling the 
1933 convention which was planned for 
October, and there will be no annual 
convention of the Association held this 
year.” 

Vv 


National League Council En- 
dorses Liversidge Plan 
A resolution of the executive com- 
mittee of the National Electric League 
Council, adopted May 26, “heartily and 
earnestly indorses the plan for a na- 


tional coordinating council in the elec- 
trical industry as recently proposed by 
H. P. Liversidge” (E. W. Apr., ’33). 
“It is our hope that the national 
associations will speedily establish a 
national body along the lines proposed. 
Such action will introduce a new ele- 
ment of stability in the industry na- 
tionally and locally. It will provide the 
organized machinery for nation-wide 
electrical industry cooperation.” 


vw 


"Radio Prosperity Campaign" 
Announced by R. M. A. 

A nation-wide “Radio Prosperity 
Campaign” next fall, including out- 
standing broadcasting during a “Radio 
Progress Week” in October, was an- 
nounced at the annual meeting of the 
Radio Manufacturers’ Association in 
Chicago, June 6. With the cooperation 
of the two broadcast networks and 
other broadcast interests, manufactur- 
ers, wholesalers and dealers, a radio 
promotion campaign over _ several 
months will be carried through. In 
October will be staged “Radio Progress 
Week.” Earl Whitehorne of New York 
has been engaged as director of the 
campaign. 

As outlined by Mr. Whitehorne, “the 
Radio Prosperity Campaign will have 
two objectives. First, to canvass every 
radio owner and put his set into con- 
dition, by installing new tubes, parts or 
accessories, or to replace it with a new 
set. Second, to canvass all prospects 
for new receivers. Through the months 
of June and July local committees will 
be organized in all cities, so that manu- 
facturers, distributors, dealers and 
service men will be prepared and ready 
to play their part in the concerted sales 
drive through the month of September. 
The cooperation of all branches of in- 
dustry in all communities will be 
sought, and since every manufacturer, 
distributor and dealer has his eye on 
this awakening market and plans to do 
his utmost anyway to increase his sales, 
the R.M.A is confident that the indus- 
try will respond enthusiastically to se- 
cure the benefit that will come from 
massing the strength of the industry.” 


N.A.R.R.E.D. Renews Activities, 
to Work with R.M.A. on Code 


The National Industrial Recovery 
Act and the steps taken by the radio 
manufacturers toward a voluntary code 
for the radio industry were  out- 
lined by President Williams, Chairman 
Klugh and General Counsel Van Allen 
of the R.M.A., before a large group of 
radio wholesalers in Chicago on June 
7. Renewed operations of the Na- 
tional Association of Radio, Refrigera- 
tion and Electrical Distributors (for- 
merly the Radio Wholesalers Associa- 
tion) are planned, and arrangements 
were made for exchange of industrial 
data between it and the R.M.A. 


Vv 
N.£.M.A. At Work on Code 


A committee of the National Elec- 
trical Manufacturers Association is 
formulating a “Code of Fair Competi- 
tion” for the electrical manufacturing 
industry. This code will carry provi- 
sions for designating N. E. M. A. as 
the agency for administering, supervis- 
ing and promoting the performance of 
its provisions; for according participa- 
tion to all electrical manufacturers; for 
hours of work and minimum rates of 
pay; for such statistical collection, ac- 
counting and costing as may from time 
to time be required; for such general 
administrative powers and procedure as 
may be necessary; and for supplemen- 
tary sections applying to the whole in- 
dustry or to specific product groups. 

In all probability it will embody in- 
itially no provisions for the control of 
prices beyond a prohibition of the sale 
or exchange of his product by any 
manufacturer at a price less than his 
own cost. Such provisions will be de- 
veloped and included as supplements 
from time to time as collected data and 
experience indicate the need. 


Vv 
N.E.M. A. Moves Its Offices 


On June 16 the National Electrical 
Manufacturers Association announced 
the removal of its offices from 570 Lex- 
ington Ave. to the Commerce Building, 
155 E. 44th St., New York City. 
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@MC-X—The ideal new work box,— 
with Extended Ears and Pri-Outs. 
Bushed clamps for armored cable— 














2%” deep. 
@MC—Old work switch box, 2%” 
deep. Bushed clamps for armored @MC-R—For wall receptacles. Equipped 
cable. Patented Pri-Outs through- with bushed clamps for armored 
out. cable. Box 2%” deep. Pri-Outs, of 
course. 


@DO-13—8%” round box, 
1%” ay With stud and 
two-way bushed clamps. Pri- 


Outs in bottom as well as 
in sides. 





@MF-X—1%” deep, with adjustable 
wall bracket and Extended Ears. For 
armored and sheathed cable. Two- 
way Pri-Outs. 


@SU-183—8%” round box (14%” deep) PREESUTS 
on shallow bar hanger. Box fully ad- 


justable for position on bar. Long 
stud eliminates necessity for using 
extensions, 


\L Mr. Wholesaler— 


ARE YOU GETTING YOUR SHARE OF BUSINESS ON THESE 
OLD FRIENDS OF YOURS IN 

















FAMILY? 





You can sell more boxes when they are well And, you can buy Raco Boxes at a price that 
known Raco Boxes. 


The contractor knows that Raco Boxes are 
easier and faster to install. Send today for Raco price lists, and you’ll see 


He can put in Raco Boxes, and depend on _ that as always, Raco products are friends you 
them to be trouble-free. can depend on. 


ROACH-APPLETON MANUFACTURING CO. 


Incorporated 
3902 W. Sample Street, South Bend, Indiana 


allows you profit. 
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Wholesaler 


News 





Wi contributions 


of news items for this depart- 


ment, together with —" 


of their personnel, are so 


icited 


from electrical wholesalers and 
specialty distributors 








McClean and Mellvain Advanced 
by Graybar 

C. H. McClean has been appointed 
assistant manager of the Kansas City 
office of the Graybar Electric Co., ac- 
cording to an announcement by Martin 
E. Wagner, secretary of the company. 
Mr. McClean has been associated with 





C. H. McClean 


Graybar since 1913. All but a few 
months of this period has been spent 
in the Kansas City office, where in 
recent years he has served as credit 
manager. In addition to this record of 
service with the company, Mr. McClean 
has been exceptionally active in general 
business and civic work in Kansas City. 

Along with the announcement con- 
cerning Mr. McClean’s advancement, 
comes word that M. O. Mcllvain has 
been made service supervisor at the 
same office. Mr. MclIlvain has been a 
member of the Graybar organization 
since 1917, spending a good deal of 
this period at the Omaha house. 


v 


Reichardt Electric Celebrates 
First Anniversary 

Organized on May 3, 1932, the 
Reichardt Electric Co., Houston, Tex., 
recently celebrated the successful com- 
pletion of its first year in business. 
Backed by a $100,000 stock, this whole- 
saler serves Houston and the surround- 
ing territory within a 125 mile radius. 
Headed by Mr. Reichardt, as presi- 


dent and treasurer, and with Mrs. Mar- 
garet W. Reichardt, as vice-president, 
the personnel includes Earl P. Edgley, 
secretary; J. R. (“Dick’’) Thompson, 
sales manager; C. W. Hadden; J. P. 
Hamblem and J. W. Waltrip, salesmen; 
John Edgar, who is in charge of the 
lamp department; W. T. Thompson, 
shipping clerk, and Louis Adime, util- 
ity man. 


Vv 


Dakota Electric Supply Becomes 
G. E. Distributor 

On June 1, the Dakota Electric Sup- 
ply Co., Fargo, N. D., became a dis- 
tributor for the merchandise depart- 
ment of the General Electric Co., 
Bridgeport, Conn. The complete line 
of General Electric home appliances, 
including ranges and refrigerators, will 
be handled as well as the General Elec- 
tric lines of conduit products, wire, wir- 
ing devices and insulating materials. 


v 


Hayden Supply, Grand Rapids, 
Adds Electrical Department 


An entirely new electrical supply de- 
partment has been added by the Hayden 
Supply Co., Grand Rapids, Mich. M. 
L. Reed is in charge of the new de- 
partment, assisted by D. O. White. 
Lines handled include Arrow, Appleton, 
Colt and Crescent products. 


7 


Walter Williamson to Supervise 
Supply and Apparatus Sales 
B. W. Clark, general manager, West- 

inghouse Electric Supply Co. has an- 

nounced the appointment of Walter 

Williamson as manager of supply sales. 

Reporting to H. M. Gansman, general 

sales manager, he will take over gen- 

eral supervision of the company’s sales 
of supply and apparatus lines. 

As general service manager, Mr. 
Williamson will continue to be responsi- 
ble for the purchase, turnover, and 
liquidation of stocks of all materials. 

Matters of warehouse routine, taking 
of inventories, and other matters per- 
taining to warehouse operation and 
service, will become the responsibility 
of Mr. Dick. 


George N. Devou Completes 
50 Years of Service 


George N. Devou of the General Elec- 
tric Supply Corp., Cincinnati, Ohio, 
commenced his electrical career with 
the Standard Electrical Wire Post Co., 
June 25, 1883, as office boy. After 
serving in several capacities, he was 
promoted to assistant superintendent of 
the factory at Ludlow, Ky. In 1890 he 
took a position as traveling salesman 
covering the south, including Texas, 





George N. Devou 


Louisiana, Georgia, Alabama, Tennes- 
see and Kentucky. In the early days of 
the industry there was no limit to ter- 
ritory as wholesale houses were scarce 
and very little competition existed. In 
September, 1892, the electrical depart- 
ment of the Post Co. was taken over by 
the Post-Glover Electric Co. Mr. Devou 
in a few years became vice-president. 
The business of the Post-Glover Elec- 
tric Co. increased and became a factor 
in the wholesale electrical business. The 
company was purchased by the General 
Electric Co. in 1926 and is now the 
General Electric Supply Corp. Mr. 
Devou has travelled for 43 years and 
last month completed 50 years of serv- 
ice with practically the same house. He 
is still covering Kentucky. As a remem- 
brance of his half century of service a 
dinner was given in his honor by the 
older employes on June 26 at the Elks’ 
Club. 
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OMMEND.... 

















TRENCHLA LAY 


U.S.PAT. NO. 1, The $25 





Pye oy SHEATHED CABLE 


B* JOBS, little jobs—single or multiple 
circuits—you will find many oppor- | 
tunities to simplify construction and pro- 
vide a more reliable installation with 
TRENCHLAY. Its advantages, including | 
material economy, are obvious. | 
Light weight makes easy handling. | 
Nothing to rust or corrode away » » 
No metallic covering to pick up stray 
currents » » Simple trenching to install 
» » A cable impervious to soil acids or 
ground moisture » » TRENCHLAY is the 
ideal conductor for permanent circuits 
where overhead construction is neither 
desirable nor economical. 


Regardless of the underground 





he 

al circuit problem, there is a TRENCHLAY 

he 

” type which efficiently meets the need. 
1 

a Write for the “Specifications” noted. 

te 
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« | GENERAL CABLE CORPORATION 


420 LEXINGTON AVENUE, NEW YORK CITY ca OFFICES IN PRINCIPAL CITIES 


































































36 





ELECTRICAL WHOLESALING 











Personals 





W. B. Naytor, formerly with the 
Lindgren Electrical Supply Co., Chi- 
cago, is now associated with the or- 
ganization of Steinmetz and Kelly, Chi- 
cago manufacturers’ representatives. 

Jacos StTicKtor, formerly office man- 
ager for the Crown Light Co., Hart- 
ford, Conn., has opened a_ supply 
house at 25 Chapel St., under the name 
of the Sticklor Electric Supply Co. 


A. C. PARKER is a new inside man 
at the Sacandaga Electric Supply Co., 
Inc., Fort Edward, N. Y. 

C. E. SHeEeFFerR, who for a number 
of years was associated with the elec- 
trical department of the Geo. F. Mot- 
ter’s Sons Co., York, Pa., is now con- 
nected with Jno. E. Graybill & Co., 
Inc., of the same city, as manager of 
the motor and power division, a new 
department now being organized. 

A. G. StarLey, who for 10 years has 
been in charge of the wholesale serv- 
ice at the Dauphin Electrical Supplies 
Co., Harrisburg, Pa., is now actively 
contacting this firm’s dealer trade in 
Harrisburg and vicinity. 

Harry Acker and C. R. Wilhelm 
are now selling for the Penn Electrical 
Engineering Co., Scranton, Pa. 

JosePpH KristTan will be manager in 
charge of sales at the Brown Whole- 
sale Electric Co., Los Angeles, Calif. 
Bill Zall and E. L. Weeks have been 
added to the sales force. 

Wirt Cole is a new refrigeration 
salesman with the Broyles Electric Co. 
Marion, Ind. 






Atvin  C. Leonarp and Charles 
Werst are new salesmen with the Bel- 
mont Corp. Leonard is selling radios 
in Minneapolis and Werst is working 
out of the St. Paul branch. 

J. E. Mayrretp, formerly secretary, 
is now vice-president of the National 
Electrical Supply Co., Washington, 
Xs, 

v 


Columbian Electrical Co. Moves 
to Larger Quarters 


The Columbian Electrical Co., West- 
inghouse distributor in Kansas City, 
located at 1717 Walnut street for many 
years; and the associated company, 
Satterlee & Blue, handling Westing- 
house electric refrigerators at 4024 
Broadway, have combined operations in 
larger quarters at 2603 Grand avenue. 


v 


Krich Secures Order for 400 


Gibson Refrigerators 


The Krich Distributing Co., Gibson 
distributor of Newark, N. J., recently 
received an order for nearly 400 Gib- 
son electric refrigerators to be installed 
in the new “Prudential Apartments,” 
now in course of construction by the 
Prudential Life Insurance Co. in 


Newark. 
Vv 


Belmont Corp. Reopens St. Paul 


Branch 


The Belmont Corp., Minneapolis, has 
reopened its St. Paul branch, formerly 
located at 1210 University Ave., at 127 
E. Ninth St. 








"Bob" Simon's Gang: Metropolitan Electrical Distributors, Inc., New York City, 
presents the following individuals: sitting, Leon Portnow and Robert “Bob” L. 
Simon; standing, S. Frankel, A. Simond, A. White, A. Levy, M. Black, L. Klin- 
ger, L. Sher, Leo Netburn, Harry Goldberg. The young ladies are always at the 
office and they will greet you with a smile, and tell you what their names are in 


case you want them. We did not get that far. 










Sells Nothing But Radio: 


Newton E. 
Congdon is president of the Mountain 


States Distributors, Inc., Salt Lake 
City, RCA distributor for Montana, 
Utah and Idaho. He confines himself 
solely to radio and was formerly in the 
music business. 


W. L. Thompson Wins 


G. E. "Man Hunt" 


W. L. Thompson, Inc., Boston, Mass., 
sold 180 per cent of quota and was 
national leader at the close of the nine- 
week “Man Hunt” recently conducted 
among distributors of the General Elec- 
tric refrigeration and specialty appli- 
ance sales departments. Other dis- 
tributors who won recognition were 
E. H. Schaefer, Milwaukee, Wis.; W. 
M. Perry, Columbia, S. C.; E. B. Ed- 
mundson, Houston, Tex.; M. E. Brown, 
Louisville, Ky.; L. H. Bennett, San 
Francisco, Calif., and W. E. Graham, 
Butte, Mont. 





v 


E. C. Graham to Be President 
of New Bank 


E. C. Graham, president of the Na- 
tional Electrical Supply Co., Washing- 
ton, D. C., has been selected as presi- 
dent of the new proposed Hamilton 
National Bank which will take over 
the liquid assets of seven of the local 


closed banks. 
v 


Lines Added by Wholesalers 


BroyLes Exectric Co., Marion, Ind.— 
Crosley refrigerators. 

NATIONAL ELectric Supprty Co., Wash- 
ington, D. C.—Carrier air conditioning 
equipment. 

BrowN WHOLESALE ELEctric Co., Los 
Angeles, Calif—Weber Mfg. Co., Cutler- 
Hammer, Inc., Killark Electric Mfg. Co., 
Diamond Electric Mfg. Co. 

CANFIELD SuppLty Co., Kingston, N. Y 
—Lightolier fixtures, P&S-Despard line. 

SACANDAGA ELectric SuppLty Co., Inc., 
Fort Edward, N. Y.—Westinghouse mer- 
chandise lines. 

Batpwin-Hatt Co., Syracuse, N. Y.— 
Manning-Bowman heating appliances, Tel- 
echron electric clocks. 

Van Attra Hardware Co., Marion, 
Ohio—Edison-Emark auto storage bat- 
teries. 
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Oil Burner Men Adopt All- 
Industry Code 


With a substantial majority of the 
industry’s responsible maufacturers rep- 
resented, an oil burner manufacturers’ 
conference on June 15 in Chicago unani- 
mously approved an all-industry recov- 
ery code and empowered the director- 
ate of the American Oil Burner 
Association to present the recommended 
code to President Roosevelt under the 
National Industrial Recovery Act, ac- 
cording to an announcement by Mor- 
gan J. Hammers, president of the 
Association. 


The all-industry code as approved by 
the Association’s board was first sub- 
mitted to a round-table conference of 
manufacturers not as yet members of 
the association. The dealer division of 
the American Oil Burner Association, 
comprising a membership of 2,000, also 
acted and approved the measure unani- 
mously, it was announced by R. S. 
Bohn, chairman of that division. 

The primary purpose of the code, 
Mr. Hammers said, is to bring “the 
rates of wages paid within the oil bur- 
ner industry to such levels as are 
mecessary for the creation and main- 
tenance of the highest practicable 
standard of living and to restore the 
income of enterprises within the in- 
dustry to levels which will make possi- 
ble the payment of such wages and 
avoid the further depletion and destruc- 
tion of capital assets.” 

From the standpoint of membership 





Find Profit in Fixtures: Harry Shockett, 
Shockett Electrical Supply Co., Denver, 
Colo., has added a few new refinements 


in his fixture business. Crystal fixtures 
have been a source of trouble with most 
fixture houses for years on account of 
difficulty in cleaning them. Mr. Shock- 
ett has cloth covers for them that keep 
the fixtures free from dust. Then, too, 
the uncovering of a fine fixture for dis- 
play impresses the customer. Another 
service is etching any trade mark on 
commercial fixtures. 


in the trade association, and consequent 
participation in the code, Mr. Ham- 
mers outlined that the code and any 
subsequent revision or addition to it, 
“shall be extended to any person, part- 
nership or corporation in the oil burner 
industry who accepts his share of the 
cost and responsibility, as well as the 
benefit of such participation by becom- 
ing a member of the American Oil 
Burner Association or any affiliated 
organization.” While no initiation or 
entrance fees shall be charged, he 
added, dues will be levied on a basis 
already agreed upon as equitable and 
fair. 


v 


New Orleans League Features 
“New Era Home" 

The Electrical League of New Or- 
leans, in cooperation with the New 
Orleans Public Service Co., recently 
sponsored a $10,000 model home ex- 
hibition. 

This “New Era Home,” featured re- 
frigeration, air conditioning, lighting, 
and everythng in fact, that could pos- 
sibly contribute to the comfort and con- 
venience of the home-maker. Nothing 
was sold in the home and there was no 
advertising except a small card an- 
nouncing the contribution of various 
furnishings. 


The model house project was under 
the supervision of the newly elected 
officers of the League, headed by Harry 
H. Blakeslee, General Electric Co., 
president and Walter A. Northington, 
Graybar Electric Co., executive vice- 
president. 

v 


Local Organizations Support 
Safety Cord Movement 


The following companies and organi- 
zations are circularizing the trade in 
their territories and are emphasizing 
the need for dealers to insist on being 
supplied with approved cords bearing 
the “5-ft. bracelet label,” or are con- 
templating other steps to eliminate this 
industry evil, according to an announce- 
ment by the Electrical Cord Manufac- 
turers :— 


Electric League of Cleveland; Elec- 
tric League of Rhode Island; Narra- 
gansett Light Co.; Electric Association 
of New York; Pennsylvania Power & 
Light Co.; National Board of Fire Un- 
derwriters; The Equitable Sales Co. of 


Pittsburgh; Department of Public 
Safety (Wichita, Kans.); American 
Dental Trade Association; National 


Safety Council; City of Elgin; City of 
Boston; Electrical League of Roches- 
ter; Electric League of Youngstown; 
Louisiana Rating & Fire Prevention 
Bureau; Ohio Public Service Co. 
(Cleveland); National Retail Dry 





Electrical Department Manager: C. C. 
Osborn, at one time with the Hygrade 
Lamp Co., is now manager of the elec- 


Bostwick- 
Ohio, wholesale 


trical department for the 
Braun Co., Toledo, 
hardware firm. 





Goods Association; Utica Gas & Elec- 
tric Co.; Safety Engineer, Wisconsin 
Service Corp.; Greater Miami Chapter, 
National Electrical Contractors Asso- 
ciation; Electric League of Colorado; 
Houston Chamber of Commerce; Ten- 
nessee Light & Power Co.; Georgia 
Power Co.; Union Gas & Electric 
Co.; Electric League of Pittsburgh; 
Better Business Bureau, Cincinnati. 


v 


Eureka to Increase Sales Force 

Convinced that business recovery 
definitely has set in and that the trend 
from now on will be upward, Eureka 
Vacuum Cleaner Co. has announced 
that it will increase its sales organiza- 
tion, returning to the specialty selling 
plan of merchandising. 

A sizeable specialty selling organiza- 
tion will begin activity in the New 
York market immediately, Fred War- 
dell, president, stated, and specialty 
sales forces will be organized in other 
important centers later. 

The large selling organizations of 
this company were discontinued more 
than a year ago when Eureka re- 
trenched to cope with the depression. 
Since that time, the company has been 
operating at a profit on a comparatively 
small manufacturing volume. 


v 


Frigidaire Names L. A. Clark as 
Sales Promotion Manager 

Appointment of Lee A. Clark as sales 
promotion manager of Frigidaire Corp. 
has just been announced by H. W. 
Newell, vice president in charge of 
sales. 

Mr. Clark has been with the cor- 
poration for four years, the last two of 
which he was assistant manager of the 
sales planning division. As sales pro- 
motion manager he will direct the field 
promotional activities of the household, 
air conditioning and commercial divi- 
sions of the company. 
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Activities 


Manufacturers 





ee news of changes 
in policy, personnel and location. 
Illustrations of new and improved 
electrical products and announce- 
ments of latest trade literature 








Grunow Corp. Merges with 
U. S. Radio & Television 


W. C. Grunow, president of the Gru- 
now Corp., has announced that a con- 
tract has been signed, subject to ap- 
proval of stockholders, for the merger 
of that company with the U. S. Radio 
& Television Corp. 

Mr. Grunow, who will be president 
of the merged companies, states that it 
is the ultimate intention to develop a 
general household utilities industry; 
and not only will refrigeration and 
radio be merchandised through present 
methods of distribution, but that wash- 
ers, and undoubtedly other electrical 
household utilities, will follow. 


v 


Grinnell Changes Name 

The Grinnell Washing Machine 
Corp., Grinnell, Ia., has announced the 
change of its name to the Grinnell 
Electrical Manufacturing Co. Products 
other than washing machines now be- 
ing made by this company include elec- 
tric refrigerators, automatic oil burners 
and electric beer bottle coolers. 


v 


R. C. A. Moves New York 
Office 


The Radio Corp. of America an- 
nounced on June 3 the removal of its 
offices from 570 Lexington Ave. to the 
R. C. A. Building, 30 Rockefeller Plaza, 
New York City. 


v 


Wm. H. Dey to Expand U. S. R. 
Products Division 


William H. Dey for the past 15 
years sales manager for the Undark 
Division of the United States Radium 
Corp. has resigned that position in 
order to devote his entire time to the 
U.S.R. Products Division of the same 
company. 

This division was formed by Mr. Dey 
on March 1, 1931 for the purpose of 
segregating the merchandise activities 
of the company. 

In devoting his full time to this de- 
partment Mr. Dey is planning an 
aggressive development of interest to 


the electrical wholesaler of luminous 
locators. He is anxious to contact re- 
sponsible manufacturers’ representatives 
in various parts of the country. The 
Chicago territory has already been as- 
signed to Leo G. Mockenhaupt. 


v 


Meade Brunet Receives New 
Appointment 
Appointment of Meade Brunet as 
manager of the Unified Sales—Engi- 
neering Service to Equipment Manu- 
facturers for RCA Radiotron Co., Inc. 





Meade Brunet 


and E. T. Cunningham, Inc. has been 
announced by C. R. King, general sales 
manager. 

Mr. Brunet went from the General 
Electric Co. to the RCA organization 
January 1, 1921, taking charge of the 
production and distribution of RCA 
Radiotrons and Radiolas. Upon the 
formation of the Radiotron Division in 
1926 he was made manager, and when 
the RCA Radiotron Co., Inc. was 
founded in 1930, he became sales man- 
ager. 

Vv 


Sells Over 250,000 
Lighting Fixtures 

The Frederick Rall Co., 52 Warren 
St., New York City, which has repre- 
sented the O. C. White Co., Worcester, 
Mass., in the Metropolitan district for 
the past 25 years, recently sold its 
250,000th White adjustable lighting fix- 
ture. 


E. F. Stevens, Jr., to Direct 
Columbia Sales 

John F. Ditzell, president of the Co- 
lumbia Phonograph Co., announces the 
appointment of E. F. Stevens, Jr., as 
general sales manager. Mr. Stevens 
was previously vice president and sales 
manager of the Brunswick Record 
Corp. 

Mr. Ditzell further announced a com- 
plete reorganization of Columbia and 
a definite and aggressive plan of action 
in the sales, manufacture and distribu- 
tion of records. 

Columbia headquarters are at 
Fifth Avenue, New York City. 


55 


v 


G. E. Lamp Department Moves 
New York Office 


The Atlantic Division of the Incan- 
descent Lamp Department of the Gen- 
eral Electric Co. has moved from the 
Chrysler Building to the new General 
Electric Building at 570 Lexington 
Ave., New York City. The division, of 
which H. B. Myrtle is manager, oc- 
cupies the entire 14th floor of the build- 
ing. 

v 


Wiremold Company Announces 
Line of Bushed Armored Cable 


Plans which have been maturing for 
some time have been brought to a head 
by the Wiremold Co., Hartford, Conn., 
with the establishment of a bushed 
armored cable division. Equipped with 
automatic machinery of greatly im- 
proved design the new department is 
expected to be in full operation and 
prepared to fill orders by August 1. 

The new product, conforming to all 
code and underwriters requirements 
will be manufactured in accordance 
with the well known quality standards 
of the Wiremold Co., and will be sold 
to and through the electrical whole- 
saler exclusively in strict compliance 
with the trade sales policy, traditional 
with that company. It will be marketed 
under the trade name of “Wiremold 
Bushed Armored Cable’—a name 
which not only indicates the nature and 
purpose of the cable, but also carries 
the assurance to both the contractor 
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Direct the attention of your Lamp 
Agents to this 


SELLING ADVANTAGE 


@ Below is the quality story of General Elec- 
tric Mazpa lamps, written from the lamp agent’s view- 
point. It tells why quality and honest value are essential 
to the building of a satisfactory lamp business. We pass 
this information on to you so that you in turn may pass it 
on to the agents you serve. We believe it will help them, 
and you, sell more lamps. 


5. QUALITY 


How can you be certain to sell lamps that give the 
utmost in light for the current consumed; lamps that 
do not blacken prematurely; lamps that do not burn out 
too quickly? 

Sell only lamps made by a 
reliable manufacturer w hose 
products are accepted as stand- 
ard. 

General Electric MAZDA 
lamps, made by General Elec- 
tric, undergo 480 distinct proc- 
esses, inspections and tests to 





insure the utmost in light for the current they consume. 
Microscopic accuracy is required in many parts. The 
filaments are magnified 75 times for inspection. The glass 
bulbs are inspected for the slightest flaws. Intricate 
processes extract all moisture to less than 1/100,000 of a 
single dew-drop. Why is this extreme precision neces- 
sary? It is necessary because many parts of an incandescent 
lamp are more delicate than the hair spring of a fine watch. 
The slightest deviation may decrease the light output or 
shorten the life of the lamp. In lamp manufacture, ac- 
curacy and uniformity are not simply desirable, they are 
absolutely necessary, if the customer is to get good light 
at low cost. 


And General Electric not only makes lamps with extreme 
accuracy and care, to insure uniform quality, but it goes 
a step further. Through nation-wide advertising, it sends 
the story of General Electric Mazpa lamp quality into 
every wired home. Your customers and your prospects 
read and remember the fact that lamps bearing the mark 
are unexcelled in dependability and efficiency. Because 
buyers prefer them—it pays you to sell them. General 


Electric Company, Nela Park, Cleveland, Ohio. 





in the electrical industry. 


PRESTIGE: You link your store with the best known trade-mark V 


=e 








ADVERTISING: The advertising of Mazpa lamps made by Gen- .| 
eral Electric has always led in volume, in continuity, and in ef- "A 
fectiveness. | 


DISPLAY SERVICE: General Electric spends more money than any | 
other lamp manufacturer to develop, pre-test and make G-E displays vy 
the most outstanding in the whole merchandising field. 


IDEAS THAT HELP YOU SELL: General Electric searches every | 
branch of retailing to find effective ideas so that we can pass on to "A 
our alert dealers, new, sound, proven ways to sell more lamps. 
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LOOK FOR THIS MARK 











CONSIGNMENT PLAN: Stabilizes prices and assures satisfactory 
profits. No obsolescence to charge off. No investment in stock . . . 
no price cuts. 





ORGANIZED CAMPAIGNS AND CONTESTS: General Electric 
systematically and regularly initiates campaigns and contests ... 
and pre-tests them in advance. 
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Manufacturers Meet at Hot Springs: 
Here are some of the foursomes and 
sixsomes snapped by D. Hayes Murphy, 
president, the Wiremold Co., during the 
spring meeting of N. E. M. A. 


1. C. H. Strawbridge, Goodman Mfg. 
Co.; P. B. Postlewaite, Wagner Electric 
Corp.; Judge F. E. Neagle, N. E. M. A. 
counsel; F. R. Fishback, Electric Con- 
troller & Mfg. Co.; W. S. Quinlan, Rob- 
bins & Myers, and Clarence E. Searle, 
Worthington Pump & Mach’y Co. 


2. E. A. Williford, National Carbon Co.; 
Frank R. Bacon, Cutler-Hammer, Inc.; 
Louis Allis, Louis Allis Co., and, at ex- 
treme right, I. A. Appleton, Appleton 
Electric Co. 


3. W. E. Sprackling, Anaconda Wire & 
Cable Co.; F. C. Jones, Okonite Co.; H. 
D. Keresey, Anaconda Wire & Cable Co., 
and Hjalmar Hertz, Diehl Mfg. Co. 


4. Dwight G. Phelps, Colt’s Patent Fire- 
arms Mfg. Co.: R. H. Goodwillie, Otis 
Elevator Co.; Hon. John H. Trumbull, 
Trumbull Electric Mfg. Co., and Howard 
Ehrlich, Electrical Trade Publishing Co. 












and the wholesaler that it is an inte- 
gral part of the Wiremold line and 
therefore may be purchased and used 
under the famous “Wiremold Guaran- 
tee of Satisfaction.” 

Under the terms of this guarantee, 
which was originally adopted by D. 
Hayes Murphy over 33 years ago and 
which has been undeviatingly adhered 
to since the organization of the com- 
pany, every representative of the 
company is given full power to act in 
adjusting any possible case of dissatis- 
faction on the part of a customer hav- 
ing to do with the maintenance of 
Wiremold quality. 

“Our purpose in adding ‘Wiremold 
Bushed Armored Cable’ to the Wire- 
mold family of products”, said D. 
Hayes Murphy, president of the Wire- 
mold Co., in an interview with a rep- 
resentative of ELECTRICAL WHOLESAL- 
ING, “is to round out the Wiremold 
line—and thus to extend to a more 
general field the assurance of high 
quality and satisfaction implied by the 
name Wiremold. 

“As you may know, when Wiremold 
and Wiremold fittings were first intro- 
duced to the trade they were utilized 
for surface wiring only. But they were 
soon found to be adaptable to a great 
variety of other purposes—including 
window and show case lighting, cove, 
panel and modernistic lighting and for 
securing a multiplicity of outlets on 
baseboards, walls and ceilings. Hence, 
the inclusion of ‘Wiremold Bushed 
Armored Cable’ in the Wiremold line 
broadens and strengthens the protec- 
tion and effective trade cooperation 
offered by the Wiremold Guarantee and 
Sales Policy.” 
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Paul Revere's Powder Mill Now 
Plymouth Rubber Storehouse 


The little plant shown right against 
the water in the illustration, and which 
is now used by the Plymouth Rubber 


Co. for storing chemicals and scrap 
rubber, once belonged to Paul Revere. 
Finding Vice-President Walter Bier- 
inger justly proud of the _ historical 
background of his plant, we asked him 
to tell us something of the history of 
this old building. 

“Just previous to the Revolutionary 
War”, Mr. Bieringer said, “Paul Re- 
vere became interested in manufactur- 
ing powder and he built this particular 
building, which was to be his powder 
mill. A very large portion of the 
powder used during the Revolutionary 
War was made at this Canton powder 
mill. 

“After the Revolutionary War, the 
powder mill having served its purpose, 
Revere decided to rearrange it so that 
he could use it as a copper mill and 
foundry. Here, right in this building, 
still in the midst of all of our other 
buildings, were rolled the sheets of 
copper used to cover the dome of the 
Massachusetts State House, and here 
also was made the copper sheeting and 
hand drawn nails used in the construc- 
tion of Old Ironsides. This business 
was conducted under the name of Paul 
Revere & Son. 

“In 1809, from this very building 
Revere shipped 16,000 Ibs. of copper in 
sheets 3 ft. wide by 5 ft. long, some of 
which weighed over 200 Ibs. each, to 
Messrs. Livingston & Fulton to be used 
in making two boilers for their new 
Hudson River steamboats. 


“He had a house built on the prop- 
erty near the foundry in which to live 
and which he occupied for many years. 
Later in life he used it as a summer 
home. The house still stands not far 
from the entrance to our plant, and 
Paul Revere’s original copper foundry 
still stands on the grounds of the Ply- 
mouth Rubber Co.” 

“Of course, our tape business didn’t 
start with Paul Revere”, Mr. Bieringer 
added, “but it certainly was helped 
greatly by Benjamin Franklin.” 
































View of Plymouth Rubber Co, plant at Canton, Mass., showing 
building used as powder mill by Paul Revere 
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Customers get a 
Profitable price on 


SPECIFICATION BIDS 











Suggestions For Stores 


For Homes and Offices 

















ee i, i 









‘Illuminated House Number Units. ff I Type C Switches for store lighting. : 
ie Outlets... Range Outlets, | F ss Things | f | Fan Hanger Outlets. Heavy-duty 
| Electric Clock Outlets, Fan Hanger | ( om S F L [ J Warning Light Combination 
; 4 ae Outlets . . Outdoor Receptacles. which Devices for power applications. . . 
' —— Automatic Refrigerator Lights. competi tio | Enclosed and Motor Control Switches 
-  - u Guaranteed Kinkless Cord Sets. does nof for commercial and industrial uses. 
i. : 7 INCIUGES — \ 








The above-listed “LEADERS” are non-competitive specialties NOT 
included by price-competition. Their extra value to the job gets extra 
MONEY for the Contractor... Advise your customers to include these 
items: —to dig out every opportunity to suggest specialized types of 
Outlets and other specialties listed. Send forthe PLAN BOOK describing 
these “ LEADERS” and how they lead your customers to real- profit jobs. 





©) GE irs STOP PRICE ARGUMENTS 


HAKT & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 
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New Sales 
Opportunities 


new 





A pictorial presentation of 


and improved products, as re- 


ported by manufacturers of electrical 


supplies, equipment, appliances and 
specialties 











Hospitality Tray 


According to the manufacturer, this 
new product is destined to move the 
“Toastmaster” right out of the kitchen 
and off the dining table (except at 
breakfast) into the living room. It is 
called the “Hospitality Tray’—a gleam- 
ing chromium finished tray, equipped 
with an efficient little bread-board and 
trimming knife, six beautiful crystal 
dishes, and, of course, space for a gleam- 
ing “Toastmaster” and a stack of freshly 
sliced bread. Now on display in the 
“Toastmaster” Hospitality Booth at “A 
Century of Progress,” Chicago, the new 
tray with its invitation to “spread your 
own,” whether it be canape, toasted sand- 
wich or just cinnamon toast, is attracting 
wide commendation. List prices are: 
$19.75 complete with two-slice “Toast- 
master”; $15.25 complete with one-slice 
“Toastmaster”; $7.50 if purchased alone, 
and $3.75 if purchased with a “Waffle- 
master.” Waters-Genter Co., Minneapo- 
lis, Minn.—Electrical Wholesaling, July, 
1933. 





"Toledoan" Range 
This attractively designed range has 
been designed to provide an exceptional 
value. Built to quality standards it sells 
at a moderate price. Oven of porcelain 
enamel 16”x17%4"x14”", is provided with 
both unit switch and temperature control. 

















The four burners are full sized, including 
one “Speed Heet.” Finish is ivorv white 
polytone throughout. Switch panel is re- 
cessed. An appliance receptacle is in- 
cluded while clock and unit cooker will 
be furnished only as extras. List price 
$89.50. Standard Electric Stove Co., To- 
ledo, Ohio.—Electrical Wholesalina, July, 
1933. 





Coffee Maker 


This new coffee maker has a capacity of 
seven cups, and is made of guaranteed 
heat proof glass, mounted on a chrome 
plated base. The heating element is con- 
structed from refractory brick, with a ca- 
pacity of 600 watts. This refractory brick 
base allows the coffee to be kept warm 
after it is brewed without the application 
of more heat, as the bricks retain the 
heat longer than the usual type unit. The 
wood handle remains cool during the en- 
tire coffee making operation. To make 


coffee it is only necessary to fill one com- 
with water, put 


partment the required 





amount of coffee in the upper receptacle 
and turn on the current. As soon as the 
heat raises the water to the top compart- 
ment, the appliance is removed from the 
base and the water is drawn through the 
coffee into the lower compartment by the 
vacuum caused by the cooling of the 
lower container. As soon as all the 
coffee has reached the lower container the 
upper receptacle is removed and the coffee 
is ready for serving. List price $4.95. 
Westinghouse Electric & Mfg. Co., East 
Pittsburgh, Pa—Electrical Wholesaling, 
July, 1933. 





"Exposition" Floodlight 

A new low-priced floodlight has been 
developed for “A Century of Progress” 
Exposition, where a thousand of them 
have been installed for use in lighting 
the buildings and in aiding the spectacular 
illumination. It has been designated as 
the “Exposition Model 1000 watt Handy 
Floodlight.” The casing of the projector 
is of spun aluminum, with a dark green 
baked enamel finish. The reflecting sur- 
face is the interior of the aluminum cas- 
ing, with an etched finish. The lenses 
are convex and of heat-resisting glass, 
1534” in diameter. Either 500 or 1000 
watt lamps can be used, and it is recom- 
mended that only clear lenses and inside- 











frosted lamps or lightly stippled lenses 
and clear lamps be employed. Mountings 
are of the swivel and stand type, with 
provision for mounting either on a flat 
surface or a pole. The projector is avail- 
able with or without a lens. General 
Electric Co., Schenectady, N. Y.—Elec- 
trical Wholesaling, July, 1933. 


Beverage Cooler 


When once chilled to the correct de- 
gree, beer must be maintained at an even 
temperature if it is to retain all of its 
original zest and flavor. Particular pains 
have, therefore, been taken to perfect this 
low priced cooler so that, under all con- 


ditions, it will chill beer to the correct de- 
gree and constantly maintain the proper 


temperature. These coolers are of all 
steel construction and are made in sev- 
eral sizes to meet the various require- 
ments of the trade. They are portable 
and may be had in either water or dry 
cooling types. A number of wholesaling 
connections have already been made and 
it is expected that nationwide distribution 
will be completed in a short time. M. & 
S. Beverage Cooler Co., Indianapolis, Ind. 
—Electrical Wholesaling, July, 1933. 
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Electric Die Grinder 


A compact precision tool, this Bosch 
high-speed electric die grinder is ideal for 
finishing patterns and dies. It has many 
unique features. Its exceptionally high 
spindle speed of 50,000 r.p.m. without vi- 





bration, enables it to do classes of work 
where no other grinder can be used, and 
also permits the use of extremely small 
wheels 5/64” to 54” diameter. It is pos- 
sible to grind with great accuracy ex- 
tremely small radii, and to reach hereto- 
fore inaccessible places. Its pistol grip Re- 
sistex housing provides a practical and at- 
tractive appearance. United American 
Bosch Corp., Springfield, Mass.—Electri- 
cal Wholesaling, July, 1933. 


"De Luxe" Screw Driver 


The deep flutes and 
knurled ridges of 
this super screw 
driver assure posi- 
tive grip while a 
hexagon guard pre- 
vents. slipping of 
fingers on to blade 
in electrical work 
and also prevents 
driver rolling away 
when not in use. The 
non-corrosive shock- 
proof handle is made 
of Lumarith and is 
molded to the blade. 
Blade is of chrome 
nickel molybdenum 
steel, hardened and 
tempered for ex- 
tremely tough usage. 
Forsberg Manufac- 
turing Co., Bridge- 
port, Conn. — Elec- 
trical Wholesaling, 
July, 1933. 
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Three-Way Outlet 


The “Plug Pug”, a “doggie” three-way 
outlet, consists of a handsome china dog 
and a three-way outlet plug. A percolator, 





wafile iron, or a bridge lamp, any of them, 
or all three at once, may be attached to it. 
This useful and attractive item combines 
beauty with utility. Etak Manufacturing 
Co., 30 Irving Place, New York City.— 
Llectrical Wholesaling, July, 1933. 





Illuminated Fountain-Sprinkler 
This portable, illuminated fountain sur- 


passes present means of beautifying 
parks, lawns and gardens. Color effects 
are obtained by reflecting light through 
the spray. It is economical and efficient, 
replacing present costly methods of spe- 
cial parts made for equipping fountains 
with spray attachments. This spring is 
easily attached to an ordinary garden 
hose connection and 110 volt electric line. 
A three conductor plug base is provided 
with a ground connection for safety. 
Permanent installation can quickly be 
made bv the contractor-dealer at little ex- 
pense. Extra colored lenses furnished at 
reasonable prices. List price $19.50. 
Made-Rite Mfg. Co., Sandusky, Ohio.— 
Electrical Wholesaling, July, 1933. 


A Correction 


In describing the two new models of 
dishwashers manufactured by the Con- 
over Co., in the “New Products” section 
of ELecrricAL WHOLESALING for June, it 
was stated that “both models have baked 
enamel or rubber coated legs.” This 
should have read “Baked enamel or rub- 
ber coated dishracks can be supplied.” 


New Toy Lamps 


Many toy manufacturers have found 
that the addition of lights and batteries 
to toys greatly increases their salability. 
However, the size of many toys does not 
permit the installation of two batteries 
necessary satisfactorily to operate the 2.5 
volt lamps, the only lamps heretofore 
available for this purpose. Hence, two 
new lamps, rated at 1.25 volts and 0.3 
amps., have been developed for use in 
toys equipped with one- or more battery 
cells. They are designated as No. 7 and 
No. 22. Mazda No. 7 is available in clear, 
red, and green coated bulbs. Where an 
especially strong bulb is desired or a con- 
centrated beam of light preferred, Mazda 
No. 22, made with solid glass lens, is de- 
signed to meet the requirements. In the 
illustration No. 22 is shown at left, and 
No. 7, in clear and coated bulbs, is shown 
in center and at right. General Electric 
Co., Nela Park, Cleveland, Ohio.—Elec- 
trical Wholesaling, July, 1933. 





Mercury Switch 


This new mercury switch is refractory 
protected so as to confine the arc and 
to obtain long life with dependability. It 
comprises a new line of single pole, single 
throw switches which may be operated in 
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either a.c. or d.c. circuits. The contact 
in this switch is made by an impact be- 
tween two pools of mercury within a re- 
fractory chamber encased in heavy glass 
walls. The switches have flexible leads 
of from 6” to 8” long, and are available 
with special mounting clips to facilitate 
installation. Being totally enclosed and 
hermetically sealed, these switches are 
particularly safe for use in vapor-filled 
rooms, gasoline pumps, spraying equip- 
ment and other applications where the or- 
dinary open contact switch would consti- 
tute a fire hazard. The 50 and three 
ampere switches, the largest and small- 
est in the line, are illustrated. West- 
inghouse Lamp Co., Bloomfield, N. J.— 
Electrical Wholesaling, July, 1933. 


Combination Duct and Trolley 
“Trol-e-duct” is a mobile trolley system 

for conveying electric current, safely and 

efficiently, to moving or portable electric 














devices such as lamps, drills, hammers, 
cranes, hoists, etc. It consists essentially 
of standardized, self-contained sectional 
units of steel duct, enclosing insulated 
busbars which distribute the current 
through trolleys to the portable tool or 
other moving “load.” It also acts as a 
runway and support for the electric tool 
or machine it controls. Three types of 
trolley systems are available—midget, 
junior and heavy duty. BullDog Elec- 
tric Products Co., Detroit, Mich.—Elec- 
trical Wholesaling, July, 1933. 
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Unit Air Conditioners 


A new unit air conditioner which cools 
and dehumidifies air in summer, heats and 
humidifies it in winter and filters and cir- 
culates it at all times. These units are de- 
signed for installation under windows or 
along the wall and, where space is lim- 
ited, a special unit is available for wall 
or ceiling mounting. In the compact at- 
tractive cabinets the air is cleaned, the 
temperature and humidity corrected and 
the air circulated so that an adequate sup- 
ply of conditioned air will be directed to 
all parts of the room. In hot weather, 
cooling is accomplished by passing the air 
over cold coils in which a refrigerant is 
circulated. This refrigerant is supplied by 
the refrigerating unit, located in the base- 
ment or in an adjacent room. The mod- 
ernistic cabinet model, illustrated, is fin- 
ished in blue-green set off by a glossy 
Micarta panel with colored metal inlays. 
Westinghouse Electric & Mfg. Co., East 
Pittsburgh, Pa—Electrical Wholesaling, 
July, 1933. 


General Purpose Photoelectric 
Relay 


Outstanding among the characteristics 
of this improved general purpose photo- 
electric relay is the convenience with 
which adjustments can be made. The ad- 
justment knob, which formerly was _ lo- 
cated at one side of the tube socket, has 





been placed in a prominent position on 
the bracket that supports the tube. This 
alteration affords easy access to the knob 
when adjustments are to be made. Earlier 
models were designed so that it was 
necessary to change the wiring connec- 
tions to cause the relay to function upon 
the admittance of light when it was wired 
to operate upon the exclusion of light. A 
single-pole, double-throw snap _ switch 
now eliminates any wiring changes. Gen- 
eral Electric Co., Schenectady, N. Y.— 
Electrical Wholesaling, July, 1933. 





Interference Eliminator 


In order to do away with static noises 
and interference, it is necessary to filter 
both the broadcast. waves entering the 
radio set via the aerial and lead-in, and 
also the electric current from the power 
line. To accomplish this the “Filtron” A 
unit is attached to the aerial. This unit 
filters out any static picked up on the 
aerial, and the shielded lead-in wire keeps 
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it filtered until the broadcast waves reach 





the set. The “Filtron” B unit is con- 
nected in series with the power line and 
the attachment plug of the receiver, thus 
filtering the power input. With the aid 
of a few simple tools, usually found in 
every household, even the most inexperi- 
enced can install the “Filtron”. The en- 
tire set consists of a “Filtron” A unit 
for the lead-in, a “Filtron” B unit for 
the power line and 75 feet of shielded 
lead-in wire. Consolidated Wire & Asso- 
ciated Corporations, Chicago, Ill.—Elec- 
trical Wholesaling, July, 1933. 


Supersafe Washers 


This new type of washing machine has 
a supersafe wringer which permits the 
clothes to be fed 
to the rolls with a 
mechanical hand, 
also a_ supersafe 
agitator which has 
a protective base 
that prevents 
clothes from_ be- 
coming wedged 
beneath the agi- 
tator to become 
pinched and torn. 
The  supersafe 
wringer has dual 
finger-tip controls 
to release pressure 
on the rolls, and 
an “Anti- Wind” 
clothes guard that 
takes off any gar- 
ments that cling to the top roll. Model 
65, illustrated, has an oversize six sheet 
capacity tub which is available in either 
porcelain enamel or pressed aluminum. 
Haag Bros. Co., Peoria, Il.—Electrical 
Wholesaling, July, 1933. 


Self-Contained Die Stock 


Time saving and economy features of 
this new design ratchet include; adjust- 
able dies, straight line pull, self-contained 









rear end without bushings which centers 
pipe accurately. It is light weight. Made 
of certified malleable iron, this ratchet will 
withstand a tremendous amount of abuse 
without injury. Borden Co., Warren, Ohio. 
—Electrical Wholesaling, July, 1933. 
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Explosion Proof Motor 


This new explosion-proof motor has two 
enclosing frames with an unusually large 
fan mounted between them. The inner 
frame completely encloses the electrical 
windings, stator, rotor, anti-friction bear- 
ings and bearing chambers, sealing these 
vital parts against the intrusion of deteri- 
orating substances. The outer frame com- 
nletely covers and protects the whole unit. 
Dust, fumes, and foreign matter are air- 
blasted away from the air passages between 
the inner shell and the outer frame. The 
cooling air passing between the two frames 
does not come in contact with the wind- 
ings or rotating parts. The bearing sup- 
port has an extra long sleeve bushing of 
graphite bronze which is self-lubricating. 
The elongation of this bearing support im- 
pedes the travel of explosive gases. U. S. 
Electrical Mfg. Co., Los Angeles, Calif. 
—Electrical Wholesaling, July 1933. 


Insect Exterminator 


The “X-Termador” is an electric ma- 
chine for exterminating insects and pests 
of all kinds. A special insecticide has 
been developed for use in this machine. 
It is absolutely harmless to _ food, 
paint, or warm-blooded animals. The 
“X-Termador” may also be used for deo- 
dorizing or perfuming. It will accommo- 
date any kind of liquid. When this de- 


u 


vice is connected to an electric socket, 
steam is generated forcing the insecticide 
through a patented adjustable nozzle in a 
fine spray of vapor which is most effec- 
tive for getting into every crevice and 
crack where insects make their nests 
Special features include clog-proof nozzle, 
convenient handle, and patented electrodes 
which automatically shut off immediately 
when the water gets below a certain point. 
There is also provision for preventing 
condensation in the nozzle chamber 
Blake Mfg. Corp., Springfield, Mass.- 

Electrical Wholesaling, July, 1933. 
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Automatic Ventilating System 
The “Trade Wind” ventilator is de- 
signed for attic installation. Cushion 
mounted, slow speed fan motor assures 
silent operation. The insulated housing is 





made sectional for disassembling. The 
entire operation of the unit is from a 
conveniently located control station with 
three small toggle switches. One switch 
starts and stops the fan at will. The sec- 
ond switch either operates the house 
damper from the thermostat or the 
damper switch. The third, or damper 
switch, closes or opens the damper at 
will. All operations are plainly marked 
on the plate. A simple attachment may 
be furnished with the unit, permitting 
connection to the kitchen range vent in 
the attic space. The metal interior of 
the cabinet makes it proof from hazard 
in handling greasy fumes from the kitchen. 
A. W. Gutridge, 211 N. Avenue 22, Los 
Angeles, Calif —Electrical Wholesaling, 
July, 1933. 


Self-Protecting Capacitor Motor 

Equipped with a small disc type thermo- 
stat, this line of resilient mounted single 
phase capacitor motors protect themselves 
from burning out regardless of service 
conditions. Mounted on the motor frame, 
the thermostat opens the supply circuit 
when the motor temperature approaches 





a dangerous value, and automatically re- 
starts the motor as soon as it cools down. 
The last ounce of torque is delivered by 
the motor under abnormal loads since the 
motor remains on the line until the tem- 
perature approaches the danger zone. Be- 
cause of their extreme silence, high effi- 
ciency and reliability, these self-protect- 
ing motors are especially applicable to 
automatically controlled domestic devices, 
such as air conditioners, refrigerators, 
etc. Westinghouse Electric and Mfg. Co., 
East Pittsburgh, Pa.—Electrical Whole- 
aling, July, 1933. 


De Luxe Refrigerators 

Outstanding features of this De Luxe 
line of electric refrigerators include force- 
feed, chilled oil lubricating system, twin 
cylinder reciprocating compressor, stream- 
line cabinets, flat, recessed “tray-top” 
which affords a secure resting place for 
dishes, legs 8” high, concealed door latch, 
all-steel welded cabinet, porcelain interior 














and porcelain exterior except in 4-foot 
model which is lacquered. Standard equip- 
ment of porcelain models includes rubber 
ice cube tray, dessert tray, and glass chill- 
ing tray. Available in four models from 
4% to 8 cu. ft. capacity. Stewart-Warner 
Corp., Chicago, Ill—Electrical Wholesal- 
ing, July, 1933. 


''Airmaster’ Fan 

This is a 10-inch fan of the oscillating 
type. Its special features include: 12-inch 
air displacement, noiseless operation, low 
current consumption, no radio interfer- 
ence, and a base adjust- 
ment which permits tilt- 
ing to any angle desired. 
The blades are chro- 
mium-plated, specially 
shaped in accordance 
with a patented principle 
which insures greatest 
agitation and efficiency, 
and the base and guard, 


etc., are of polished 
_ black. The guard is 
especially designed to give maximum 


safety, and the whole unit presents a trim 
and modern appearance, yet rigid and 
substantial in construction. List price 


$12.50. Chicago Flexible Shaft Co., Chi- 
cago, Ill._—Electrical Wholesaling, July, 
1933. 


20 Ampere Plugs and 


Receptacles 
These plugs and receptacles are ap- 
proved for 20 amp., 250 volt, d.c., 460 
volt a.c., and are of heavy duty, fully en- 





closed type to withstand the severest of 
service conditions. This new line is mod- 
erately priced and the economy of free- 
dom from cord and connector repairs and 
lost time in the use of portable tools 
makes their use desirable for all types of 
portable equipment of 110 volt rating and 
up. Maximum protection to operators is 
provided, as live contacts cannot be 
touched under any circumstances of use. 
A wide range of receptacles is available 
for all uses. Each style is made in two 
forms, either with male or female con- 
tacts, depending upon whether the re- 
ceptacle is used as a service outlet on the 


wall, or as a service receiver mounted on 
cord or portable equipment. Receptacles 
are available for flush mounting, with 
heavy polished brass plates, or in conduit 
bodies for surface mounting. Pyle-Na- 
tional Co., 1334-58 N. Kostner Ave., Chi- 
cago, Ill.—Electrical Wholesaling, July, 
1933. 


Non-Automatic Oscillating Fan 

Only a slight push on the fan guard, 
or a twist of the oscillator wheel on the 
back of the 
motor is 
necessary to 


start the 
oscillating 
motion. To 


stop, it is 
necessary to 
merely hold 
the guard or 
oscillating 
wheel for a 
moment. It 
will stop 
anywhere 
within its 
=arc and stay 
there until 
one wishes 
to start it 
oscillating again. The fan stands 1134” 
high and 83%” wide. The powerful, heavily 
constructed induction type motor does not 
interfere with radio reception. It is 
equipped with large bronze bearings and 
has thick felt oil-retaining washers be- 
hind them constantly lubricating the shaft 
and bearings. Base and motor body are 
finished in black Art Metal. Blades are 
contrastingly finished in satin gold. Has 
“on-and-off” switch, and is supplied with 
non-slip rubber suction pads and hang-up 
hole. -Operates on 105 to 115 volts, 50 to 
60 cycle, a.c. only. Chicago Electric Mfg. 
Co., 2801-35 Halsted St., Chicago, Ill.— 
Electrical Wholesaling, July, 1933. 


Heavy Duty Safety Switches 

Although designed for the severe duty 
encountered in mill service, these safety 
switches are of extremely compact con- 
struction. The over-all dimensions are 
small, nothing projects beyond the width 
of the box, and the cover swings vertically. 
In addition, the boxes have a handsome 








finish which makes them equally desirable 
for installations where good-looking ap- 
pearance is important. Outstanding fea- 
tures are—semi-floating, double break V- 
blades, V-stationary contacts backed up 
with steel springs, individual barriers of 
arc resisting asbestos, all mounted on a 
single base which can be easily removed, 
when desired, by taking out only four 
screws. Electric Controller & Mfg. Co., 
2696 E. 79th St., Cleveland, Ohio.—Elec- 
trical Wholesaling, July, 1933. 
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H. |. Sackett Opposes 
Burchill-Livingston Bill 


H. I. Sackett, president of the H. I. 
Sackett Electric Co., Buffalo, N. Y., 
recently addressed the following letter 
to C. J.. Gimbrone, state assemblyman 
from Erie County. 

“As a property owner, consequently 
a burdened tax payer, and particularly 
being in the electrical business, I am 
especially interested in any legislation 
which will adversely affect not only the 
public interest at large, but also our 
business individually out of which I 
have to make my livelihood. 

“The Dunnigan-Cornaire Bill and 
the Burchill Bill recently introduced in 
the Legislature, would authorize mu- 
nicipalities to engage in the electric 
light and power business which means 
the socialization of our industry. At 
the present time New York state is 
enjoying one of the most favorable 
rates charged for electricity for light, 
heat and power in the United States, 
and the service provided by our public 
utility is eminently satisfactory to the 
public. This would set up needless and 
uneconomic competing agencies against 
our present public utility, who have 
large capital investments, and the pub- 
lic at large are their stock holders who 
must depend upon the earnings of the 
public utility for their dividends. If 
these bills become laws, it means more 
debt to the state and the respective 
municipalities, more political jobs and 
more needless expenditure of the tax 
payer’s money, and cannot help but 
affect adversely the present investment 
of thousands of citizens in New York 
state now holding stock in our present 
public service electric corporations. 

“We wish to protest against this bill 
in no uncertain language. It is high 
time that the law makers of this state 
practiced economy and instilled more 
business management into the govern- 
ment activities. No municipality oper- 


ating public franchises so far as I 
know, has ever proved advantageous to 
the tax payer. Let’s leave well enough 
alone. If America is to come out of 
this depression, the keynote must be 
economy in government as well as in 
business rather than the passing of laws 
for the building up of political patron- 
age for party preference. 

“We ask you to vote against this 
bill.” 

This bill is also being opposed by the 
American Security Owners Association. 


vV 
Midget Sets Widen Distribution, 
Open New Markets 


The influx of the undersized midget 
receiver is widening radio distribution, 
according to R. M. Klein, general man- 
ager of the Fada Radio and Electric 
Corp. 

“Not only are entirely new outlets 
opening up for these baby receivers,” 
Mr. Klein states, “but in old established 
channels sales are being made in a 
variety of departments not heretofore 
concerned with radio. In the big de- 
partment stores the tiniest of radio sets 
are being sold in several parts of the 
store. It is obvious that all of this 
is proving helpful to radio trade. 

“We have found that our new set 
of this type is being sold through a 
largely increased variety of outlets. 
Novelty stores and counters are dis- 
playing these newest of sets; luggage 
shops and even the novelty counters in 
men’s wear and women’s wear shops 
have them for sale. Another outlet 
that has appeared on the horizon is the 
jewelry store. 

“Not only have these little sets 
brought about widening of distribution 
but, because of economic conditions, 
they have opened up a large new mar- 
ket for the sale of radio. Many people 
today may well remark that it’s better 
to have a $25 set than none at all. This 








Snapped in Syracuse: This group, which our photographer rounded up at the 
A. M. Little Co., Syracuse, N. Y., includes L. M. Pond, Colt’s Patent Fire Arms 
Mfg. Co., M. E. Ransom, B. F. Little, C. J. Jarrett, J. J. McGuire, all of the A. M. 


Little Co., and O. H. (“Hub”) Page. Appleton Electric Mfg. Co. 











A Good-Natured Buyer: L. M. Sprague 
of the George H. Wahn Co., Boston, 
Mass., is all mirth compared to the seri- 
ous order writing attitude of J. V. 
(“Jack”) Leary, well-known manufac- 
turer’s representative. 





radio-for-the-first time ownership is a 
pretty good-sized market. There is 
also, as we know, a supplemental mar- 
ket for average families of some means 
where the small sets will be bought for 
servants’ quarters, for the children, for 
guest rooms and whatnot. All in all, 
the newest form in which the midget 
appears is mighty good for the indus- 
try and for the public.” 


v 


National Contest Will Stimulate 
Home Remodeling 


Organized for the purpose of pro- 
moting the sale of home equipment, 
house furnishings, and building mate- 
rials, more than 130 Better Homes 
Contests will get under way this spring 
and summer. They will be operated in 
cooperation with newspapers and most 
of them will be coordinated with the 
National Better Homes Contest spon- 
sored by Better Homes & Gardens, Des 
Moines, Ia. 

Local dealers will, without doubt, 
receive the greatest benefits. Home 
remodeling jobs will result in huge 
purchases of lumber, paint, electrical 
fixtures, plumbing fixtures, wall paper, 
building materials, porch furniture, 
ranges, electric refrigerators, air condi- 
tioners, and other home items. 


v 


Reinspection Creates $42,000 
Electrical Work 


Reinspection in Portland, Ore., from 
January 11, 1932, to April 1, 1933, cov- 
ering the inner fire district, resulted in 
391 permits issued covering electrical 
work, totaling $42,837. 

A total of 3580 inspections were 
made resulting in 528 complaints of 
defective wiring in 111 buildings, be- 
sides numerous minor defects and 
adjustment of fuses to proper sizes. 
Only one building inspected passed 
without needing some repairs or ad- 
justments. 
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Worked Territory Intensively: F. A. 
(left), and L. M. Robertson of the 
Robertson Supply Co., Orlando, Fila., 
continued to work their territories in- 
tensively at a time when many firms 
told their salesmen to call less often. 
The present situation, they believe, of- 














fers an exceptional opportunity to the | 
wholesaler who will increase his sell- | 


ing efforts. 





Kansas Anti-Merchandising Law 
Declared Unconstitutional 

Holding the Kansas anti-merchandis- 
ing law limiting utility appliance sales 
and activities to be unconstitutional, the 
Kansas Supreme Court last month indi- 
cated that in its opinion the measure 
was discriminatory against utilities and 
that the sale of appliances was the right 





of utilities under their franchise to | 


promote and further their business. 
An injunction, granted some time ago 


by the district court at Austin, Tex., | 


restraining the San Antonio Public 
Service Co. from purchasing and sell- 


ing electric and gas appliances and | 


operating buses under certain condi- 
tions has been dissolved by the state 
Appellate Court. The suit was brought 


by Attorney-General James V. Allred | 
to enjoin the Public Service Co. from | 


doing certain acts alleged to be in vio- 
lation of law and of its corporate 
powers. 


v 


New Publications 
SoME FUNDAMENTALS OF ASSOCIA- 


TION ADVERTISING PrRocEDURE—by F. J. | 


Ross. 


Fuller & Smith & Ross, Inc., New 


York City, 1933. 50 pp., $1.50. A brief | 


discussion of trade associations and their 
functions. The book answers, perti- 
nently, 29 fundamental questions about 


business associations and demonstrates | 
conclusively the need of substituting co- | 


operative thinking if destructive compe- 
tition within an industry is to be over- 


come. It also presents facts covering the | 


major fundamentals upon which any in- 
dustry must build its cooperative adver- 


tising campaigns in this era of compe- 


tition between industries. 





WATCH WIREMOLD|! 





, a BUSINESS PRINCIPLES 
WHICH HAVE WON THE 
CONFIDENCE OF THE 
INDUSTRY ARE BEING 
EXTENDED TO A 

BROADER FIELD OF 
ELECTRICAL SERVICE. 





WIREMOLD 





HARTFORD, CONN. 

























Be Your 
BUY-WORD 


when ordering 


INSULATED 
STAPLES 


Made exclusively by 


S.H. COUCH CO., INC. 


Established 1896 
NORTH QUINCY, MASS. 


Manufacturers of 
Private Telephones, Annunciators, 
Apartment Mail Boxes, etc. 








DON’T MISS 
THIS Money Making 
OPPORTUNITY 
MAKE 


BIG SALES 
EASILY 


SELL 





Wire Connectors 


TO 


ELECTRICAL 
CONTRACTORS 


FABRICATING 
MAR 





KET 
RESALE MARKET 


COUNTER DISPLAY CARTON 


Electrical, hardware, department and radio stores 
can now sell IDEAL Connectors quickly and 
easily over the counter. Real profits for the 
wholesalers. 


IDEAL COMMUTATOR DRESSER COMPANY 
1047 Park Avenue, Sycamore, Ill. 
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Blades have following fea- 
tures: 


. Keen, sharp 


. Undercut tooth requires 


Modern machinery 
jo en methods make cer- 
n 


Whale Blade is uniform in 
quality. q 


FORSBERG 


ANNOUNCES A GREAT 
IMPROVEMENT IN HACK 
SAW BLADES 


““BEST ALL ROUND 


ELECTRICIANS TOOL! “ 


Large round gullet al- 
lows chips to curl free 
and not clog in teeth. 
Prevents breakage. 


edge in- 
sures long life. 


less pressure per stroke. 
Less number of strokes 
te cut piece. 

Undercut tooth assures 
faster cutting, longer 
life and less breakage 
and is manufactured un- 
der a patented process. 


and 
that each and every 








also 


ANNOUNCES ITS 
REMARKABLE NEW 
SUPER GRIP LINE OF 
SCREW DRIVERS 


SPECIALLY ADAPTED 
TO ELECTRICAL WORK 


Beautiful transparent handles are 
made of Lumarith—a new mold- 
ing material, NON-CORROSIVE, 
NON-INFLAMMABLE, listed by 
Underwriters Laboratories and rec- 
ommended for power plant use 
because it will withstand 5000 
volts of electricity. 

Deep flutes and knurled ridges 
assure positive grip. 

Hexagon guard prevents slipping 
of fingers on to blade in electrical 
work, and prevents driver rolling 
away when not in use. 














These lines are being advertised each 
month to your contractor customers. 


Write for our Jobber’s Proposition today! 


The Forsberg Mfg. Company 
Bridgeport, Conn. 


Dept. C 











Positions Available 


Sales Representative: For New York 
Metropolitan territory to sell line of im- 
ported glass reflectors. State qualifica- 
tions and lines represented at present. Ad- 
dress Box 73, Electrical Wholesaling, 520 
N. Michigan Ave., oo Ill. 


Men Available 


Cincinnati Representative Wants Lines: 
Due to a change in the sales policy of 
his company, a graduate electrical engi- 
neer, who has covered the Cincinnati ter- 
ritory for the past 15 years for a nation- 
ally prominent manufacturer, desires to 
take on a limited number of additional 
lines. Address Box 72, ELECTRICAL 
WHOLESALING, 520 N. Michigan Ave., Chi- 
cago, Ill. 


Vv 
Latest Trade Literature 
Sitvray LricuTine, Inc., 53 W. 14th St., 
New York City—Electrical Testing Lab- 
oratory report on Silvray Processed lamp 
and on bowl-enameled lamp in same RLM 
reflector. 


GENERAL SCIENTIFIC Corp., 4829 S. Ked- 
zie Ave., Chicago, Ill—“Lumotron Vac- 
uum Products Catalog,” a 38-page, loose- 
leaf reference book of the electrical char- 
acteristics and applications of photo-elec- 
tric cells. 

Presto Exectric Co., INnc., 32 W. 20th 
St., New York City—Four-page illustrated 
bulletin on dimmers, flashers, cord sets 
and service taps. 

WESTINGHOUSE ELEctrIc AND Mec. Co., 
East Pittsburgh, Pa.—Four-page _illus- 
trated bulletin describing the construction, 
operation and application of Rectox bat- 
tery chargers. 

ButLtDoc Exectric Propucts Co., De- 
troit, Mich—‘“Portable Electricity,” an 
eight-page illustrated booklet describing 
the BullDog Trol-e-Duct system for pro- 
viding a flexible source of power for in- 
dustrial applications. 

Reynotps Execrric Co., 2650 W. Con- 
gress St., Chicago, Ill—Bulletin No. 54 
describes complete Reco line of “Skedoo- 
dle” thermal flashing units. 








Knows the Mountain Territory: 
is Will O. Smith, district sales manager 
of the General Electric Supply Corp., 


This 


Salt Lake City, Utah. Smith is well- 
known in the Rocky Mountain terri- 
tory, having spent the years from 1914 
to 1927 with the old Butte Electric Sup- 
ply Co. Then he worked for three 
years in the General Electric Co. mer- 
chandising department, covering the 
Rocky Mountain territory, coming to 
his present position three vears ago. 

















refer to 
**ELECTRICAL 
CONTRACTING’? 
for PANTHER and 
DRAGON TAPE 
ADVERTISEMENTS 
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FLOOR BOXES --- ACCESSORIES 
“BULL DOG’ INSULATOR SUPPORTS 
“KEYSTONE” FISHWIRE 
CONDUIT BENDERS 
All manufactured by Fullman 
Mfg. Co. and carried in stock 
by over 300 jobbers—Send for 

Catalog No. 225. 


FULLMAN MFG. CO. - LATROBE, PA. 






































A COMPLETE 
LINE OF 


WIRING 
DEVICES 


FOR THE 


JOBBER 









TRENTON 
NEW JERSEY 











Mr. Manufacturer 

Now that business is on the up- 
turn are you ready to expand your 
field organization, to renew your 
contacts with the wholesalers, con- 
tractors and dealers? 

If so, you are seeking represen- 
tatives who know the industry and 
who in their previous contacts 
have established personal relations 
with electrical wholesalers. 

The services of an experienced 
manufacturer’s representative are 
available. He has_ supervised 
salesmen and has contacted whole- 
salers, contractors and utilities, es- 
pecially in the middle west, for 
the past 20 years. Address Box 
71, ELecTRICAL WHOLESALING, 520 
N. Michigan Ave., Chicago, III. 
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HELP 


yourself to More Profit with 


Plymouth is the line that will produce busi- 








ness for those who go after it. There is a 
tremendous tape market that means profit 
for you. All you have to do is feature 
Plymouth—show them—tell them—sell 
them. Why miss out on this; opportunity 
when Plymouth quality baéks you up all 
the way. 


Thousands of users today know that they 
TA =) E can depend on Plymouth — that these 
tapes meet the most rigid specifications. 
PLYMOUTH RUBBER COMPANY. Inc. Now is the time to swing into action. 
CANTON, MASS. 








PLYMOUTH RUBBER COMPANY, INc 


cturers Ji li 


CANTON. ‘MASSACHUSETTS 











"Victory in '33" for you with 
the aid of Plymouth tapes be- 
cause every day, everywhere 
they are proving to be the best 
salesmen any house can have. 


Send for samples—see for your- 


self. 























100% 


Wholesaler Protection 


F ef URED : ee 
Be | PLYMOUTH RUBBER CO. Inc’ 
a cA \NTON, MASS. U.S.A. 


elias ororgneer: BTR af 
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Another Sales Pointer for You— 


Only One Link 


To handle on all 
Sizes of Buss 
Super-Lag 
Fuses 








A time and money saving advantage for fuse users. 


Makes it easy to renew the large size fuses — 
saving time for the maintenance man. 


Insures better contact within the fuse — less 
chance of heat from poor contact burning up the 
fuse —— reduces fuse bills. 


Blowing of fuse from poor contact within the fuse 
needless shutdowns are prevented. 


AD 
BUSS Common Sense Packing a 
‘a 


is avoided 


Ask the BUSS representa- 
tive in your district to show 
you other sales pointers. 


BUSSMANN MANUFACTURING CO., ST. LOUIS, MO. 


BUSS Super-Lag Links are put 
up in small quantities in sealed 
boxes. This protects them from 
dirt or corrosion due to expo- 
sure. It also makes it more con- 


venient for the storekeeper or 


maintenance man to handle the 


links. 


A sticker marked with the an 
perage of the link comes with 
each link. When a fuse is re- 
newed with a link of a size dif- 
ferent than the original fuse, one 
of these stickers may be placed 
over the label of the fuse to 
show the size of the renewed 
fuse. 


BUSS Super Lag Links are made to standard dimensions and are 
interchangeable with all makes of standard fuse links. 


A division of the McGraw Electric Company. 


FUSE 





